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2) wHo HAVE NEVER 
LOST THEIR SKILL 
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Unchanged in a changing world are 
the fineness of quality and expert 
techniques created and developed by 
Tandrite. 


Tandrite Quality . . . Tandrite Color 
... Tandrite Finish ...remain as 
unchallenged today as ever in Tand- 
rite history. 





















































ded Merchandise Helps 
War on Inflation 


ton Gair, Redlands, Calif., retailer 
en’s clothing, shoes and acessories, 
has built such a successful busi- 
through promotion of branded 
handise that he is sought as a 
er at retail conventions and ad- 
ising club gatherings the country 
calls attention to the inflation- 
ing job that maker’s merchandise 
ing in the stores of America. 
r. Gair points out that nationally 
n brands of goods are selling to- 
in the stores of America at prices 
tically on the same level as those 
t prevailed in 1939. 
t is in the unbranded lines, for the 
t part, that the creeping threat of 
tion is reaching into the pocket- 
of the consumers and robbing 
of the fruits of their wartime 
rs in the nation’s interest. 
© two ways about it,” declared 
Gair, “inflation is an enemy, a 
met striking into the vitals of our 
ront, costing each of us extra 
Ss every day. 
ardless of how much the Office 
Price Administration has been 
and criticized, we salute it for 
is untiring efforts to help keep the 
@st of living down. History will record 
that OPA and the thinking behind it, 
have done an outstanding job in fight- 
ing inflation and maintaining a rein 
m skyrocketing prices. Essentials of 
living have risen less than one-third as 
compared with increases of the last 
) war, a war much less severe in its im- 
pact upon the American home front. 
WE MUST NOT LET OUR SERVICE- 
MEN AND WOMEN RETURN TO 
AN AMERICA WHERE COFFEE 
COSTS THM 25¢ A CUP AND A 
HAMBURGER SANDWICH 7T5c!... 
“Maker’s-name merchandse has kept 
faith with America by not taking the 
easy way—cutting quality and raising 
prices abnormally. Standard quality 
merchandise, WITH THE MAKER’S 
NAME ON IT IN ANY STANDARD 
QUALITY STORE, has not advanced 
as much in price nor lowered in quality 
as has unknown merchandise, made by 
maker’s who refuse to let America 
know “who made it.” There is no base- 
ment to quality and no ceiling to prices 
of unknown merchandise because there 
are no penalties to such a maker, since 
America does not know ‘who made it.’ 
“On the other hand, to the maker 
who insists that his name is on his 
merchandise, the stakes are much too 
high for him to compromise his stand- 
ard of quality and raise his price for 
the sake of short-range profits. Only 
recently the Wrigley company an- 
nounced to the people of America that 
it will no longer make a gum under the 
Wrigley label, because certain mate- 
tials are no longer available! 
“The fight against inflation is a 
common battle for all of us, retailer 
and consumer alike. 
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']; C. PENNEY, founder of the J. C. 


' Penney stores, credos: 
| “I believe that preparation wins. 
A man must know everything pos- 
‘sible about his business; he must 
“know more than any other man 


knows. 
“I believe that hard work wins. 







| The only kind of luck any man is 


justified in banking on is hard 
work, which calls for sacrifice, per- 
‘sistent effort and dogged determina- 
‘tion. Growth is never by chance; 
“it is the result of a combination of 
‘forces. And the success we build 
‘will be the achievement of our 


~ united efforts. 
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, “I believe that honesty wins. The 
- 
3 
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‘fingers out of his neighbor’s till, of 
‘course; but the finer honesty that 
_ will not allow a man to give less 
than his best, the kind of honesty 
" that makes him count not his hours 
gout his duties and opportunities; 
that finer honesty that constantly 














urges him to enlarge his informa- 
"tion and to increase his efficiency.” 
We gleaned these truisms from a 


| pamphlet being distributed by the 


A. C. Clayton Printing Company of 
St. Louis. 


* oa . 


E. W. ELMORE, promotion man- 
ager of the Burns Cuboid Company, 
Santa Ana, Calif., has had the good 
fortune of writing a best-seller on 
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advertising, entitled: “Modern Mag- 
ic in Advertising.” Special empha- 
sis was put upon the book in Dale 
Carnegie’s syndicated column: 
“Philosophy of Life.” What's more, 
he had two consecutive releases on 
the book as being “concise, accu- 
rate, sincere and action compelling.” 


* . 7 








managing director of the Textile 
Color Card Association these many 
years, rates a V-E Day accolade for 
alertness for it was on May 8, V-E 
Day, that we opened the commemo- 
rative brochure carried out in pa- 
triotic red, white and blue theme 
and depicting six waving flags, the 
fabric colors of which reproduced 
the official colors of Infantry Blue, 
Artillery Scarlet, Air Corps Blue, 
Tank Force Orange, Marines’ Blue 
and Navy Grey. 

So these colors are launched by 
the Textile Color Card Association 
most auspiciously. 


- om . 
G. R. COLVIN, Secretary of the 
Federated Associations of Boot and 
Shoe Manufacturers of Great Brit- 
ain and Ireland, has been in the 
United States for a period of six 
weeks, He came over in advance of 
an official group from the Feder- 
ated Associations. Unfortunately, 
the delegation never did get across 
because their ship was torpedoed, 
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but they returned to England, un- 
harmed. This left G. R. Colvin, 
George Denton and James and God- 
frey Bostock in the position of being 
a token force, limited to an itinerary 
that covered only those parts of the 
industry in New York, Boston and 
St. Louis. Valiantly they assumed 
the responsibility of making a 
friendly gesture of inter-allied inter- 
est in the progress that had been 
made in the past five years. 

Under the leadership of Mr. Col- 
vin, the group made friends and 
influenced favorable opinion. Mr. 
Colvin flew back to England on 
May 14; the other members of the 
party shortly thereafter. 

In all probability this is just the 








beginning of many friendly trips 
between England and the United 
States on a two-way basis; for when 
you can make such trips between 
breakfast and supper salesmanship 


rides the air. 
* * 7 


SHOE racks to the ceiling—sixteen 
feet high—all empty above the line 
of your shoulder and no shoes be- 
low knee-high; such was the situa- 
tion with Powell & Campbell on 
Duane Street, New York. Edward 
Lipkowitz, the new owner of the 
business, took another look and then 
ordered the first floor cleared of its 
shelving. Believe it or not, the orig- 
inal shoe racks were made from 
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wooden shoe cases and the date on 
the box was 1879. Wow, what 
stories could be told of the change 
and turn-over of styles and stock in 
those sixty-six years; and of the 





many boys and men who handled 
jobbing lines in this span of time. 





DON'T SCRATCH 








—A well-known nerve specialist had 
just completed an examination on 

a highly nervous patient. 

—Unable to find anything wrong 
with him physically, the doctor 
.was at a loss to account for 
the manner in which his patient 
jumped up and down and 
scratched himself incessantly. He 
had no marks on his skin, no evi- 
dence of a rash of any kind was 
apparent. 

—The doctor explained this to the 
patient and said that it must be 
some mental aberration. “Oh, 
no," replied the patient, as he 
brushed his face, arms, sleeves, 
coat lapel and shirt front, “there's 
nothing wrong with me except 
that for the last six weeks I've 
had millions of sheep ticks climb- 
ing all over my body" — upon 
which the doctor jumped back 
and said—""Damn it, man, there's 
no reason why you should be 
brushing them all over me." 

—Imagination is a powerful in- 
fluence—for good or for bad. 

—Imagination can build a cathe- 
dral or cause a panic. 

—Normal, constructive imagination 
is one of man's greatest assets, 
but there is no percentage in 
brushing your sheep ticks all over 
the other fellow. 

—He may not be feeling so good, 
either. 


President 
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ALBERT 0..TROSTEL, JR., Chair- 
man of the Committee on National 
Affairs for the Tanners’ Council of 
America, told the House Ways and 
Means Committee: 

“The position of the tanning in- 
dustry with regard to U. S. tariffs 
may be summarized in brief, as 
follows: 

“Tanners believe in the encour- 
agement of world trade and the 
promotion of economic recovery 
following the war. Tanners do not 
believe that this is the time for any 
precipitate action which would re- 
duce present United States duties 
on leather. 

“The position of the United 
States tanning industry is complete- 
ly abnormal as a result of the war 
and it should not be placed at a 
further disadvantage in contrast 
with mushrooming war industry in 
countries which have not been af- 
fected by the war. 

“United States wage standards 
and the capital invested in the do- 
mestic tanning industry deserve 
some consideration. 

“For these reasons we do not be- 
lieve that extension of the Recipro- 
cal Trade Agreements Act should 
carry with it the authority for fur- 
ther tariff reductions. Furthermore, 
we believe that any trade agree- 
ments negotiated in the future 
should be made subject to Congres- 


sional approval.” 
- . . 


GREETING CARDS play an impor- 
tant part in American life but, at 





long last, we have found a commer- 
cial use thereof. J. L. Jerro of Jerro 
Brothers, Brooklyn, acknowledged a 
letter by the use of a greeting card 
on which is printed the words: 





“Thank You.” Then, Mr. Jerro 
wrote in ink—his acknowledgment. 

So you see, the business man now 
becomes his own secretary—with 
speed, with efficiency and with the 
courtesy of the day . . . solving one 
of the more difficult problems—that 
of expediting office work. 


o - - 


IN THE THREE years since John 
B. Atkinson was selected as City 
Manager by the City Council, Cam- 
bridge, Mass., has accomplished a 
great deal as a municipality. It has 
thrown off much of the excessive 
costs of contractor-hired services, 
made a spectacular $8.40 reduction 
in its tax rate to 1944 level of 
$37.90, reduced its total budget 
nearly $1,500,000, and virtually 
eliminated wastage in city buying. 
The latter was accomplished by in- 
stituting a systematized purchasing 
department. 

Mr. Atkinson has as the basis of 
his fiscal experience, a broad and 
long experience in shoes, having 
been the representative for the Bata 
Shoe Company in America and also 
a wholesaler of shoes in Boston. 








SHOE BSMPORIUM 
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"Jones' ration stamps will go a lot farther since he heard from his boy stationed in 


Holland.” 
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Age of Trading Adventure Ahead 


HAVE we the mind to comprehend the expanding shoe 
world? At the moment we know that we don’t have the 
facilities to make the shoes we would like to make—for 
American demand alone. Shoe men in other nations, 
however, have a greater distance to make up in progress. 
But nowhere, on the face of the globe, have there been 
greater forward strides made in shoes and footwear than 
on the American continents. For example, South 
American styling, in patterns and colors, has been re- 
markable. Evidently the shoemakers there had not only 
the materials and the manpower, but the people of these 
nations, from Mexico to the Argentine, had money and 
the desire for new and unusual footwear. 

Shoemakers ‘are going back to work in Europe. They 
have laid aside their war tools and picked up their shoe 
tools. Sure, it’s difficult to get materials but everyone 
in shoes, in Europe, knows that things will improve with 
time and shoes will be made not only in the conven- 
tional way. but millions of pairs of shoes will be made 
in the new ways that have given us slip-lasted and 
easier fitting footwear; and it is obvious that better wear 
will come in these new types as time moves along. 

What we are trying to say is that we are stepping 
into an expanding shoe world; when people all over the 
globe will have opportunities to buy more types of 
shoes for more occasions of wear than they ever did be- 
fore. What’s more, any shoe man who has a son in the 
fighting forces in the Pacific, knows that if airmail let- 
ters can be moved 8000 miles in four days, that the*high 
speed air travel of the future will carry men, materials 
and information everywhere, the world over. Merchan- 
dise follows with the speed of light and enlightenment. 

Men, women and children, everywhere, are entitled 
to better footwear and more footwear, after we have re- 
stored world-wide equilibrium. Even peoples who are 
barefooted will be able to proudly buy footwear. The 
soldier precedes the trader. And the world is very 
young in its desire for footwear, for service as well as 
adornment. A great age of trading adventure is just 
ahead for many American boys who previously over- 
looked the foreign fields as salesmen or for business, 
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now know that 60 hours will bring a man back to his 
home office or family hearth. 

So, if there is in contemplation an expanding world, 
what effect will it have on your store in your town? 
We think you are going to sell more pairs of shoes—at 
least six hundred million the first year that war restric- 
tions are eliminated and it may well be seven hundred 
to eight hundred million when a proper appreciation 
of what footwear can do is made known to our own 
people and to those who would trade by air or by sea. 
We have opened up new vistas of shoe thinking. When 
men find a wardrobe need for everything from scuffs to 
conventional shoes, high boots, sandals and slip-lasted 
footwear, it is a pretty sure thing that, given some de- 
gree of prosperity, men will wear more shoes within 


the United States than they ever did before. 


WE have opened up fields of material that will expand 
in spite of obstacles, objections and traditions. We 
haven’t seen anything yet, when it comes to rubber 
footwear development, when rubber is released—both 
natural and artificial—for the pent up demand of chil- 
dren, as well as adults, for tennis and resilient foot- 
wear is terrific. Why should there be discomfort in 
footwear when comfort can be had through sizes, widths 
and better service? The reason why millions of Ameri- 
cans have welcomed the new soft types of footwear, 
aside from ration coupons and scarcity, has been the 
soft fit and feel of the new slip-lasted and California 
shoemaking. Regular, standard, conventional shoes 
must be fitted better than ever before. They will com- 
mand a good price if for no other reason than that the 
cost of fitting, for returning soldiers, veterans and men 

who can demand a wage will have to be paid a good 
wage as shoe fitters—or else. , 
When you have to pay good wages for shoe fitters, 
you've got to get a better price than the sloppy old way 
of almost over the counter selling. But when it comes 
to all these new types of footwear that are soft feeling 
and soft shoemaking, they can be sold with a minimum 
[TURN TO PAGE 95, PLEASE] 
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+ RRESTING and dramatic in both shoes and clothes is the trend to bareness 


Fashion Picks 
Two Trends, “Bare” 


1945 Styles Show More Radical Changes than 
Any Time Since the War Began. In Shoes and 
Clothes These Two Trends, Gradually Devel. 
oping over the Past Few Seasons, Are Now 
Leading Influences with Future Possibilities, 










in the current styles. Fashion authorities are agreed on its importance and it 
is being studied from every angle, including correct cosmetics. New styles have 
been created in bathing suits, very scant, often clinging closely and swathed 
to the figure. Play and sun clothes show this influence strongly. One of the 


newest of these bare styles is shown here . 


. . Tina Leser’s prize-winning idea, 


the draped bodice, one shoulder bare, suggesting classic Grecian robes. In 
addition to the play dress, we show an evening dress, inspired by the same 
idea. The Psyche Kn&t, dating originally from Grecian times, is also back in 
favor and we show it here to illustrate the fact that even hair-des follow the 
same thinking, the trend to bareness, in leaving the brow and neck entirely 


THE COSTUMES 


Reading {rom top to bottom: The 
“bare look” in upswept, swept 
back hair-dos important fashion 
trend. Illustrated in the Grecian 
Psyche Knot. Tina Leser’s prize- 
winning off-shoulder dress, also 
deriving from the Greek and giv- 
ing a very “bare look”. Note 
thong barefoot sandal. “Fisher- 
man’s costume” by Claire McCar- 
dell illustrating the trend to bare 
midriffs, backs, necks and shoul- 
ders in Summer sun and play 
clothes, as well as in bathing suits. 





[TURN TO PAGE 93, PLEASE] 


THE SHOES 

Important influence on. style shoes 
having the “bare look”, the 
“Naked Genius™ by I. Miller in its 
less frequently seen wedge heel 
version. Thong sandal from India. 
American creators of this type are 
the Julianellis with their “Pagan 
Sandals” being featured by Saks 
Fifth Avenue . . . shoes suitable 
for a variety of costumes and occa- 
sions. Avery much simpler ver- 
sion of this idea is the best-sell- 
ing play shoe by J. Mackey. fea- 
tured by Lord & Taylor, New Y ork. 


















Look and “Soit” Look 


by ELEANOR RUTLEDGE 








THE COSTUMES 

Top: The “soft look” in bloused 
hat crown, important new millin- 
ery style this Spring and slated to 
carry over into Fall. Lower left, 
reading from top to bottom: The 
same look in softly puffed sleeves 
and shirred bodice, adaptation of 
the Empire style for modern 
Summer dresses; ruffles and a bow 
giving softness to this dress. Lower 
right, reading from top to bottom: 
More ways of achieving the “soft 
look” in neck and sleeve treat- 
ments by. shirring and bows; soft 
rounded shoulders and fullness in 
sleeve underarms give the soft 
bloused look to this jacket, typi- 


cal new silhouette this season. 


THE SHOES 

The “soft look” strongly empha- 
sized in these two Fenton ballet- 
last shoes of black suede by Ma- 
bel and Charles Julianelli; also 
at Saks Fifth Avenue. Fabric play 
shoe typical of what one or two 
clever play shoe manufacturers are 
working out in youthful looking, 
very soft leisure type footwear. 








Merchandising Men's Shoes in a Time 


With Fewer Pairs Available for Selling, Retailers Must 
Nevertheless Give Thought to Promoting an Accept- 
ance for the Lines They Plan to Feature in the Post- 
War Period. Known Brands Win Permanent Customers. 


Wiru shoe rationing tightened in 
1945, and fewer men’s shoes available 
to retailers than previously, different 
angles of merchandising must be em- 
ployed to cope with the situation. We 





sensed this development and adopted 

three lines of policy, namely: 
Greater stress on branded lines. 
Strengthening young men’s styles. 
More attention to unratiohed lines. 


Russell Pavey, left, 
manager of The Fa- 
mous Store in Long 
Beach, goes over sea- 
son’s merchandising 
plans for this store 
with Buver Thurlo. 


Plenty of shoes on display in the Long Beach 


branch makes for easy buying. 


“Men like to 


see a complete selection of styles before mak- 
ing a purchase,” says Mr. Thurlo. 
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This program is already is force. 
Reaction to stronger emphasis on 
branded shoes has been marvelous 
for two reasons. One which had been 
expected was greater acceptance of 
such merchandise by the public. The 
second phase was anticipated to some 
extent, but the full significance of the 
public regard for well known names 
of men’s shoes lies in the fact that if 
we threw out all well known trade 
marked shoes, we would need twice 
as many salespeople to serve the same 
number of customers. 

Every shoe buyer knows how hard 
it is to build a clientele with the 
sketchy retail shoe selling experience 
now available. Normally a salesforce 
has been connected with a store for 
years, and knows the fine fitting points 
of the lasts carried; it has well de- 
veloped sound sales arguments for the 
shoes on the shelves and knows the 
likes and dislikes of the  store’s 
clientele. 

Now with the war effort taking its 
toll of our shoe fitters, it is necessary 
to have good reliable acceptable lines 
of branded shoes. It has been proved 
to our complete satisfaction that such 
merchandise brings a close connection 
between the store and its customers. 
Even somewhat inexperienced help 
knows the selling points of well ad- 
vertised shoes; they would be unable 
to sell the unfamiliar runs of shoes 
successfully. 

Men are not shoppers. Throw a 
little opposition before them in the 
way of an inexperienced salesman or 
some unfamiliar merchandise, and the 
man will invariably postpone his buy- 
ing. He is prone to try another place 
on some friend’s say-so. 

Take the Famous Long Beach store 
for example. Men’s shoes and several 
other departments had been operated, 
for the most part, on a promotional 
basis. With the cooperation and think- 
ing of the store manager, Russell 
Pavey, a change was made to con- 
centrate on advertised brands. It was 
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of Transition... 


by JACK THURLO 


Buyer of Men’s, Boys’ and Children’s 
Shoes for the Seven Famous Depart- 
ment Stores Located in Southern 





California. 
3 Young men’s styles find many buyers, war or no 
soon proved that volume can be built war. Even with the emphasis on basic types, shoes 
on a basis of nationally advertised styled for young men are receiving increasing 


shoes, with plenty of variety in selec- attention, will grow in importance with discharges. 


tions, plenty of good sizes and a sub- 
stantial back log of staples. And this 
policy is behind our program in all 
types of merchandise to be had in the 
seven Famous men’s shoe departments. 

Consistent newspaper advertising 
has done much in bringing the story 
of the men’s shoe departments to the 
attention of those in the seven com- 
munities The Famous serves. New 
customers have been made both among 
those who have lived in these trading 
areas for years, and among the thou- 
sands of newcomers. They are now 
our regular men’s shoe customers 
through the medium of advertising 
nationally known brands. Effective- 
ness of these ads lies in the fact that 
they are not a part of the stores’ 
regular advertising copy, but are sepa- 
rate ads, written by men and for men. 





Hundreds of thousands of workers Above: Unrationed types on top of the desk bought as heavily as 
have been attracted to Southern Cali- resources will permit. Mr. Thurlo at the right is building up sizes 
fornia in the past few years, with the on rationed shoes. Below: This customer bought his pair of 
vast majority making this their per- rationed shoes and is now being shown a few unrationed styles. 


manent home. Careful surveys have , 
pointed to a continuation of this trend 
in the post-war period. Newcomers do 
not know of The Famous but they 
soon learn of the brands of men’s 
shoes the store advertises. As Russell 
Pavey, store manager of The Famous 
in Long Beach, puts it, “Customers 
are buying more intelligently, and in 
order to retain the store’s earned repu- 
tation, the policy is to add advertised 
lines to the entire stock, as fast as is 
practical. Names are only words until 
by achievement they acquire the re- 
spect and good will of others.” 

Even with the number of young 
men now in the country’s Armed 
Forces and the certainty that many 
more will be called for service and 
training, the wisdom of building more 
young men’s styles has been appar- 
ent by the increased sale of shoes of 
this character. This trend is taking 

[TURN TO PAGE 86, PLEASE} 
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THE New England shoe industry has played an 
outstanding role in the footwear procurement 
program of both the Army and Navy since Pearl 
Harbor. It was merely history repeating itself 
since, during World War I, this small but highly 
industrialized and magnificently equipped section 
of the country did an outstanding job. 

It is significant that te the Boston 
Quartermaster Depot, located in the 

world’s largest shoe and leather market, 

was given the task of procuring all 

Army footwear of every kind. 


vigorous 
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ate, with World War II still in progress, there has 
made no serious attempt to appraise the importance 
of New England’s contribution to the war effort. 


More important, though less spectacular than the quan- 
tities of shoes produced in this area, has been the co-opera- 
tion of leading New England manufacturers with the Boston 
Quartermaster Depot in the development of new types of 
footwear. This war has been fought and is being fought 
ander conditions never before experienced by any other 
army and navy. It has been fought, and is being fought 
over every conceivable type of terrain-and in climates rang- 
ing from sub-arctic to deepest tropics. It has been for the 
Army and Navy to decide how many different types of 
footwear were needed. It has been for the shoe industry 
and the shoe experts of the BQD, working together, to de- 
velop these types along practical lines permitting of volume 
production in the shortest possible space of time. 


And thus we find New England manufacturers playing 
a prominent part in the perfection of such articles of foot- 
wear as the combat and jungle boots, the special ski boot, 
the woman’s combat boot and the Navy field boot. 

Even more important than the above contribution, if that 
is possible, is the fact that there is no record of any com- 
pany having failed to live up to its contract with either 
Army or Navy. Quality, quantity and delivery have been 
one hundred per cent. 

Available statistics indicate that New England’s contribu- 
tion to the footwear wardrobe of the Army and Navy has 
béen proportionately greater than that of any other section 

country. At the close of last year, New England fac- 
s had produced approximately 12,000,000 of the 33, 












000,000 pairs of Army shoes which had been made up to 
that time; and 8,000,000—or more than 50 per cent—of 
the Navy total of 15,000,000 pairs. 

These figures, of course, do not include shoes made for 
sale at overseas Post Exchanges; nor do they include shoes 
—some leather but most of fabric with composition soles— 
made for Lend Lease of which, 6,000,000 pairs—better than 
50 per cent of the total—were made in Maine, New Hamp- 
shire and Massachusetts. 

In fact, so well geared to war production have the New 
England factories been that, when the Army, in the early 
part of this year, doubled its second-quarter requirements 
for boots and shoes, there was hardly a men’s shoe com- 
pany in the three states not equipped to start work almost 
overnight. 


Nor should sight be lost of the fact that women’s manu- 
facturers have played their part—not only in making shoes 
for nurses and WAAC’s, but in manufacturing accessories. 
Women’s shoe manufacturers have acted as subcontractors, 
taking over the work of stitching the cuffs for combat boots, 
thus enabling the prime contractors to meet their delivery 
dates. Other manufacturers have taken over subcontracts 
from rubber footwear manufacturers, stitching the leather 
uppers which are part of the Army rubber pacs. 

The most important contribution to the war effort made 
by women’s factories, however, has been the manufacture 
for the Quartermaster Depot at Jeffersonville, Ind., of huge 
quantities of canvas leggings, canvas bags and straps, am- 
munition belts for cartridges and calf leather linings for 
use in aviators’ helmets. 

Of this record, New England is justifiably proud. 


pent pick: CRD cu 


ae Pi ewe nifty 


ai 
cS Sara 


Sg ea ae eee Oe 











he 


DETAIL GOVERNMENT INSPECTION IS NOT NECESSARY AT THOMAS TAYLOR'S 
— Uncle Sam Says Sol 


The SHUGOR Taylor's own inspection is so rigid, so exacting, that U. S. Army officials (like hundreds 
of shoe manufacturers) have now put complete trust in our quality control system. A letter recently 
received from the Army Air Force says in part: 


"The Quality Control as established by your company has demonstrated that your Inspection 
Organization can be entrusted with full responsibility that your products meet all requirements as 
established by the Army Air Forces, and your company is hereby assigned an “Approved” Quality 
Control Rating. Duplication of Inspection during detail fabrication by Air Forces personnel will 
be eliminated.” 





We are pleased that the same 
quality control that has operated 
in the SHUGOR plant for more 
than eighty years has now earned 
full approval of the U. S. War 
Department. 
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LOUIS H. SALVAGE 


Chairman of Post-war 
Planning Committee 


FIRST of the major trade 
associations to organize a Post-War Plan- 
ning Committee and actively go to work, 
the New England Shoe and Leather As- 
sociation has now blue-printed several 
projects. Some of these, in fact, are well 
beyond the blue-print stage and are in 
actual operation. Others await the end 
of hostilities. 

These projects may be divided into two 
general classes—those having to do with 
the welfare of the trade as a whole, 
throughout the country, in which NESLA 
will cooperate whole-heartedly with other 
regional associations as well as with na- 
tional bodies; and those which have to do 
with interests which are peculiarly New 
England’s. 

Of major importance in the first half 
of this program is the widely-discussed 
near-revolution in distribution designed 
to iron out peaks and valleys in shoe pro- 
duction and, in the language of H. O. 
Rondeau, NESLA president, “to trans- 
form the shoe industry from its present 
over-all low-profit, low-paying basis to 
one in which all concerned will be in 
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H. O. RONDEAU 
President of NESLA 


the enviable position of earning a fair 
return on investment, giving steady em- 
ployment at regular weekly wages to the 
workers and a better value to the con- 
suming public.” 

This, Mr. Rondeau points out, is the 
big reconversion problem facing the shoe 
and allied industries. The adoption of a 
sound plan, details of which are now 
heing perfected by the best minds of the 
industry, said Mr. Rondeau recently, will 
involve monthly purchases and thus elim- 
inate many of the styling errors which 
result in mark-downs. Other advantages, 
he suggests, will be “the greatly reduced 
time between purchase and delivery dates 
and the consequent insurance of on-time 
deliveries; reduction in the mortality 
rate of our manufacturers and retailers; 
and the transformance of at least 50 per 
cent of the industry into tax-payers.” At 
least half, he believes, in normal times, 
have been making such a low return on 
investment that they have not been eli- 
gible to pay taxes. 

To co-operate with other associations 
of shoe retailers and manufacturers in 





MAXWELL FIELD 


Executive Vice-President 
of NESLA 


developing this plan for 12-months con- 
tinuous shoe production, the following 
committee has been appointed by NESLA 
President Rondeau: 

Louis H. Salvage, Louis H. Salvage 
Shoe Co., Manchester, New Hampshire; 
Paul O. MacBride, Milford Shoe Co. 
Milford, Massachusetts; and Frank §. 
Shapiro, Consolidated - National Shoe 
Corp., Boston, Mass. 

The Post-War Planning Committee has 
adopted the following resolutions: 

“First, recommended no removal of 
style restrictions in War Production 
Board’s Shoe Conservation Order M-217 
until supply factors of manpower, 
leathers, fabrics and other shoe materials 
improve sufficiently to meet demand. 

“Second, favored continuation of price 
controls on hides, skins, leathers and 
shoes for the present period to avoid im 
flation.” 

The second half of the post-war pro 
gram planned by NESLA—that having 


a) ae 











hs con- 
lowing 
NESLA 


salvage 
pshire; 
e Co. 
ank § 

Shoe 


tee has 


val of 
luction 
M-217 
power, 
terials 
and. 

f price 
s and 
»id in- 


r pro 


having 








Plan to Iron Out Production Peaks and Valleys and 


Study of National Income and Shoe Sales of Prime 


Importance in Postwar Program of Association 


» to do with the problems peculiar to this 


section of the country, were outlined re- 
cently by Maxwell Field, Executive Vice- 
President of the association and secretary 
of the Post-War Planning Committee. Of 
this committee, Louis H. Salvage, prom- 
inent New Hampshire shoe manufacturer, 
is chairman. 

“The association,” said Mr. Field, “has 
undertaken, among other projects, to pre- 
pare a statistical survey of national in- 
come as compared with shoe production 
and sales. In normal years, shoe produc- 
tion and retail sales are closely linked to 
national income. If the trend of the lat- 
ter can be determined, and we believe 
that it can, we can then make plans 


further in advance than would otherwise 
be possible. 

“NESLA plans also to expand and in- 
tensify its customer relations program 
handled by its Customer Adjustment Bu- 
reau. The activities of this bureau con- 
cern themselves with claims arising as 
the result of cancellations and returns 
of new and worn shoes. The service we 
render includes arbitration already wide- 
ly accepted by members of the retail- 
wholesale branch of the trade. This arbi- 
tration service is provided at no cost to 
either party. Decisions have the full effect 
of a court order. 

“In the post-war era, furthermore, we 
plan a wide expansion of our associa- 


tion’s bulletin service in order that our 
members may be fully informed promptly 
of every development, knowlege of which 
may be of value to them. These will in- 
clude trade surveys of many kinds, news 
an industrial relations bulletin which will 
bulletins, monthly statistical reports and 
cover all government and trade matters 
in the labor relations field. 

“In general our program is aimed di- 
rectly at a goal which may best be de- 
scribed as providing all possible assis-’ 
tance to the shoe, leather and allied 
companies in New England—thus insur- 
ing that our industries in this part of the 
country will retain their collective lead- 
ership in the post-war period.” 





NESLA Post-War Planning Committee. Seated (left to right) Frank S. Shapiro, Consolidated 
National Corporation; Myer Saxe, Kesslen Shoe Co.; H. O. Rondeau, President, New England 
Shoe and Leather Association; and Louis H. Salvage, Chairman, Post-War Planning Com- 
mittee. Standing (left to right) Carl F. Danner, American Hide and Leather Co.; James J. 
Molloy, Salvage-Molloy Shoe Co.; Elliott Stickney, Holmes, Stickney & Walker, Inc.; Paul O. 
MacBride, Milford Shoe Co.; Charles H. Jones, Commonwealth Shoe & Leather Co.: William 
F. Hickey, John R. Evans & Co., Inc.; Maxwell Field, Secretary, NESLA Post-War Plan- 


ning Committee. 
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The great demand for the small supply «Listes 


which we have available makes it doubly precious. 
At the same time, this demand places upon us a 
burden of responsibility for the fair and equitable 
distribution of this wanted material. It goes without saying 
that despite all difficulties, we shall continue to maintain such a 


fair-share policy for the benefit of all our customers. 


A. Ss. UNG co. 116 SOUTH STREET, BOSTON, MASS, 
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MEN'S SUMMER SHOES SELL 
WELL IN CHICAGO 


WHILE Chicago merchants were not 
surprised to find an early demand 
from women for Summer shoes, they 
were more than a little astonished at 
the advance sale of Summer footwear 
to men. A number of men’s wear 
shops report that their April business 
on perforated ventilated Summer 
whites and two-tones was the biggest 
they have ever experienced. So it 
would seem that Father has taken a 
leaf out of Mother’s book and is now 
also buying while the buying is good. 
This is particularly significant because 
the weather has been anything but 
mild for many, many weeks. In fact, 
temperatures have been such that one 
would be more inclined to think of 
snow boots than of light-weight foot- 
wear. 

However, since so many women 
(and apparently men, too) were un- 
able to get whites last year, there has 
been a steady and increasing demand 
for them everywhere this Spring. A 
recent ad of O’Connor and Goldberg's 
featured white suedes in considerable 
variety from wedges and low heel 
sling-backs to high heel sandals. The 
consumer response was enormous. 
More and more one finds stores and 
shops emphasizing non-rationed 
whites. Mandel’s have recently 
stressed white fabric wedges with two 
broad bands across the toes, edges 
trimmed with colored thong lacings. 
These attracted many buyers. Added 
impetus to the sale of whites is of 
course given by the graduation and 
confirmation needs of young people. 
In seeking footwear for every day 
usage, the school girl still gives pref- 
erence to the loafer-type. Although 
a number of stores have recently 
stressed the saddle oxford with rub- 
ber sole, the response has not been as 
great as was anticipated. 

That the flat heel shoe is here to 
stay—at least for some time to come— 
is evidenced by the large amount of 
sales of these shoes. Shown in sling- 
back style, in oxfords, in gypsy seam 
stepins, in sandals and in pumps, the 
comfort and the ease that the flat heel 
spells make wide appeal to all from 
the school girl to the matron. 
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Bright colors continue to have wide 
acceptance, in reptiles as well as in 
the many casual types shown in the 
non-rationed categories. Now more 
frequently one hears the consumer 
complaint, “I just can’t find anything 
in leather in my size,” which may 
drive more of the stores into stocking 
non-rationed shoes, a situation which 


some are still resisting. 
a 7 a 


PLAY SHOES ACTIVE IN 
NEW YORK STORES 


PARTLY because New York shoe re- 
tailers have filled their windows with 
bright play shoes and all] the reds and 
greens they have in leather shoes, and 
very largely because the city’s brown- 
out is ended, the shoe store windows 
in this city have suddenly become very 
gay and attractive. Managers of the 
stores and departments are reflecting 
the same happy outlook in the weeks 
following V-E Day. Business is good, 
though fot so good as in the weeks 
prior to Easter or in the correspond- 
ing period last year, but it is plenty 
good enough. 

In women’s shoes Summer business 
is the big thing. Play shoe depart- 
ments report great activity. The de- 
mand also for whites and spectators is 
reported as “terrific” by some stores. 
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“The lady who lives in a shoe," one of 
a series of eds in a clever promotion 
by Soks Fifth Avenue, Chicage, Mi. 














Saddles sell out just about as fast 
as they come in. Spring shoes are 
still coming in and women are buying 
navy blue shoes now and are glad to 
get them. Two shoe stores on_ Fifth 
Avenue sold out small shipments of 
black rubber boots, now permitted, as 
fast as they come in. One manager 
of a large department is experiment- 
ing with unrationed velvet boots for 
stormy weather. Most retailers are 
afraid of rationed stadium boots, al- 
though one manufacturer of this type 
has reported to us that he was doing 
business in them. The slipper business 
continues to be looked upon as a 
growing year-round one. 

In one men’s department there is 
a terrific demand for leather-soled 
slippers, according to the manager. 
In general, the men’s departments are 
continuing active. An all-over white 
ventilated shoe is selling well in one 
store we visited. 

Children’s departments are very 
busy, and merchants seem more cheer- 
ful about stocks. This is partly ac- 
counted for by the fact that parents 
are buying play shoes for Summer 
months ahead. No retailer feels that 
these shoes can take the place of the 
old-time sneaker for Summer active 
play, but they are thankful to have 
the play shoes and feel that they are 
getting better shoes than were avail- 
able a year or two ago. 

* * * 


FALL SHOES HAVE EARLY 
SALE IN DETROIT 


BusINEss volume remains high, in 
general considerably over a year ago, 
in representative Detroit stores, but 
dealers, as a rule, are not too greatly 
elated by that fact. They feel that 
cutting down sales volume might be 
the smart thing, in view of the serious 
depletion of stocks in stores as retail 
volume remains at a high level, and 
available wholesale stocks diminish in 
most instances. 

Latter problem is being solved, in 
some of the downtown stores at least, 
to some extent by thorough-going 
merchandising by the men responsible 
for buying. Many buyers spend double 
or triple their peacetime time on the 
road, going to shoe markets and sup- 
ply sources to secure stock for their 
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departments. In this manner, these 
stores are able to keep some kinds of 
satisfactory shoes upon their shelves. 

Style trends are coming into the pic- 
ture a bit more, with late Spring buy- 
ers a bit more particular than they 
were for the most part in the Easter 
selling stampede. Suedes are among 
the top sellers generally, especially in 
black and brown, with colors almost 
out of the picture. 

High heeled lines seem to prevail 
among local customer preferences. 
Fall shoes are selling already, and 
this is true in men’s shoes as well as 


in women’s. Foresighted retailers 
have been taking full advantage of 
this fact by doing their Fall buying, 
as far as possible, this past month, 
but the surprising factor has been an 
immediate retail turnover in Fall lines 
at this time of the year. 


Shortage of help remains the num- 
ber 1 problem of local shoe merchants. 
No genuine solution to this dilemma 
has been found, aside from the now 
familiar one of curtailing store hours 
slightly. Neighborhood stores do not 
have the same opportunity to do this, 
although a few stores have adopted 
the policy of closing down entirely one 
day a week, and letting their neigh- 
borhood customers know about it by 
adequate publicity. Result is to keep 
shoe men in general excessively busy 
during working hours with more of 
their routine and office work to be 
done after store hours in smaller- 
staffed stores. 

Store advertising is continuing at 
a moderate level, with shoe emphasis 
being placed as far as possible upon 
non-rationed lines. The standards of 
copy of the better stores are main- 
tained as high as in peacetime, even 
though their objective undoubtedly is 
not to do too good a selling job at 
present, but to build potential cus- 
tomer good will. 

* # # 


SEE NAVY DEMAND FOR 
FALL IN MIAMI 
SHOE buyers of the better type shoes 
in the Miami area are looking for an 
exceptionally heavy demand for navy 


in the early Fall. Red and green have 
been and continue to be good, but 
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White, featured in four heel heights 
to sult every taste, is shown by Hess 
in Baitimoro, Md. 





navy will be number one in the Fall 
picture. 

At present, white continues to lead 
everything. Each month of the resort 
season has shown a substantial gain 
over the previous month in white sales, 
until the report now shows an increase 
of fully 20 per cent ahead of last 
month. Women are buying white in 
the better shoes when they can be 
found, and already some buyers here 
are feeling a shortage. This is expected 
to be acute by August in the Miami 
area. White buck is most in demand. 

One of the heaviest buyers reports 
that he is looking for steadily increas- 
ing interest in gabardine. These shoes 
look smart and are durable. The color 
range is not wide, but they are selling 
in black, brown and navy. 

Suede is expected to be popular. 
One shoe man says it will “be phe- 
nomenal” in black, with navy and 
Turftan running second and third. 
Brown is good in both dressy and 
sports types. 

Patent is in demand in the cheaper 
shoes, although some of the better 
shops report considerable interest in 
this material. 

Heels are important. They influence 
the sales to a marked degree. No 
happy medium seems to be in the pic- 
ture; they are either extremely high 
or flat. The high heel is popular in 
a wide wearable model. 

Everyone reports heavy interest in 
sports shoes, the kind requiring no 
coupon. The shoes now being offered 
through chain stores as well as in the 
more exclusive shops are attractive 
and show good construction. For the 
woman Jooking for a smart shoe for 
wear with Summer clothes, these shoes 
fill the bill. Not only are play shoes 
better looking, but non-rationed dress 
shoes are available in extremely clever 


models. Platform and wedge con- 
struction in these shoes make for 
smartness. Sling-back models are very 
popular in dress shoes, particularly in 
synthetic patent. 

Volume in these non-rationed dress 
models is catching up on the popular 


sports models. 
* 7 * 


PATENTS CONTINUE TO LEAD 
IN BALTIMORE 


BALTIMORE shoe stores continue to 
report that patent leather shoes, plus 
colors in suedes and calf, are leading 
in consumer preference. Brown calf, 
too, most of which has been in the 
Town Brown shade, sold up to 15 per 
cent in volume for April. Up to the 
second week in May, the proportion 
varied to 10 per cent for this shade. 
Merchandise, generally, is moving 


rapidly as soon as it ‘comes in, since 
the demand still exceeds the supply. 

One buyer in a fine department 
store, which carries high style and 
quality merchandise, reports that so 
far as materials are concerned, patent, 
black kid and calf literally walked out 
of the store. There were a few 
gabardines shown at a medium price, 
and these, too, went very quickly. 

Considering the unusual coldness of 
the weather this past month, with wo- 
men wearing fur coats and jackets as 
they shopped in the downtown area, 
an unusual number of white suede, 
white kid and calf skin moved well. - 

In the children’s departiments, all 
materials and styles sold exceedingly 
well. However, daily deliveries were 
slow and allotments not nearly what 
the stores needed to maintain ade- 
quate stocks. 

As white shoes came in, they sold 
immediately, although deliveries were 
late in arriving and amounts received 
were not too abundant. Play shoes 
went over very big, as did ration-free 
casuals. They started right after 
Easter and are moving very freely. 

So far as styles go, women still are 
partial to the “great open spaces,” 
preferring the bare look in footwear. 
Cut-out work in the shank, sling-backs 
with open toes are good, although the 
plain d’Orsay untrimmed pump, too, 
has found favor. Platforms, moreover, 
are in great demand. 
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BRIGHT red, luscious greens, shocking pink, and startling 
color combinations of all kinds are the things that keep 
St. Louis shoe factories from looking thoroughly clinical, 
because white shoe production still predominates the manu- 
facturing picture. Styles are classical, following sleek, 
smooth outlines, because now the manufacturer, like the 
retailer and the consumer, has reached the conclusion that 
the end of shoe rationing is still too far in the future to 
require speculation during this season, at least. 

Stylists are eyeing and trying synthetic soles of all kinds, 
finding a definite challenge to their ingenuity in the coordi- 
nation of war requirements and popular demand. Fall lines 
are in the fluid stage, and there is a tendency to hold the 
complete release of them until the results of V-E: day on 
the shoe industry are realized. The style picture for fall 
is one of proven classics with varying treatments. Color is 
the main variation but the desire for “something new” has 
not been overlooked. Heels are still open, even on walled 
lasts, and they vary not only in height, but in shape. 

Factories are running to capacity during this usually 
busy season, and production is up wherever conditions per- 
mit. Labor still remains the big drawback, ranking even 
above supply trouble, but St. Louis manufacturers this 
week took another step in meeting labor half way when they 
granted a two weeks’ vacation with pay to all employees in 
their service for five years or more. 

The supply of leather is still a constant problem, but 
St. Louis manufacturers are becoming philosophical and 
accepting what substitutes are available with the determina- 
tion to keep trying, and to maintain as far as possible their 
reputation as good shoemakers. 

All in al] the shoe industry here has “yanked itself up 
by its bootstraps,” and put its best collective foot forward 
to face whatever problems may present themselves in the 
future. [i's a good feeling—this assurance that the home 
front is still quite literally on its toes. 


(Sttle 


DESPITE the fact that recent market reports indicated a 
slight increase in light-weight calf leather of the type used 
in women’s shoes, manufacturers are said fo be cutting down 
radically in their allotments of calf leather shoes to retail 
distributors. In at least one instance, a manufacturer has 
been forced to rule that of every 100 pairs of shoes ordered 
by retailers, not more than 20 pairs shall be made of calf; 
the remainder of kid leather and gabardine. This repre- 
sents, in-the case cited, a reduction of about 50 per cent in 
the number of calf leather shoes available. 





This, as well as the obvious shortage in other upper 
leathers, came as somewhat of a shock to big retail buyers 
who, interpreting as an easing of conditions, the recent an- 
nouncement of the Army’s “leveling off” in its shoe procure- 
ment program, had come into the market in an attempt to 
place large orders. They found their sources filled with 
orders and barren of raw materials. 

So widespread was this misinterpretation, even among 
manufacturers, that the New England Shoe and Leather 
Association found it advisable to step into the picture with 
a warning, first, that “the Army shoe procurement program 
for the six-month period beginning April 1 is fixed, regard- 
less of V-E day”; second, that “there have been no cut-backs 
in the combat program,” merely that “certain contractors 
have had their monthly rate of production adjusted in line 
with their ability to produce”; and, third, “the recent 
amendments to the military leather directions will not re- 
sult in actual decreases of 10 per cent in military leather 
requirements, for, while the new totals represent a reduc- 
tion of 9.7 per cent from the previous allocations, actual 
output never reached this level, so that the reduction from 
April leather shipments may total nearer 3 per cent.” 

About the only New England factories in any position to 
accept new orders today are those making non-rationed 
play shoes. In this division there has been a falling off in 
production due partly to the fact that playshoes are not 
normally sold in volume in the Fall; and partly to the fact 
that merchants fear they may find themselves with an over- 
stock if the war comes to an end soon. 

In the wholesale district, it is reported that stocks on 
hand are at the lowest point for many years and that more 
and more they are turning to the distribution of non- 
rationed footwear of all kinds in order to keep their vol- 
ume somewhere near normal. 


Vee 2 

ALTHOUGH it is to be expected, now that V-E Day has 
come, that there will be some cutbacks in military require- 
ments in footwear, most shoe men in this area believe it 
will be some time before any noticeable change will be 
reflected in the civilian economy. While it is a matter of 
simple arithmetic to figure that the war against Japan can- 
not possibly require as many combat boots as were form- 
erly necessary when there was fighting on all fronts, yet 
there is every reason to believe that the Army will be de- 
liberately slow in cancelling any of its committments. How- 
ever, shoe manufacturers seem to be of the opinion that 
within the next few months there may be cutbacks suf- 
ficient to warrant some optimism as regards shoes for 
“home consumption.” But for the immediate future the 

status quo will continue. 
Hope for improvement in the leather supply is based 
upon the fact that a lessening in Army demand for the 
[TURN TO PACE 86, PLEASE] 
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The tine touch... 


‘ 
Some things breathe an almost indefinable air of quality —the aura of 


honest. skilled workmanship. Since 1752 the Keith family have been 
building shoes. Keith Highlanders demonstrate that tradition —the finest 
expression of seven generations of 


skilled shoe craftsmen. 


Geo. E. Keith Company, : = : * 
Brockton 63, Mass. , 


THE PROUDEST NAME IN SHOES 
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7 Priced from $12.95 
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WPB Rejects Industry Plea to Revoke M-217 





Continuing Critical Need for Leather and Shoes Preclude Lifting of 
Shoe Style Controls or Leather Restrictions, Advisory Com- 
mittees Told—Trade Expects Easing of Curbs 


Removal of all restrictions within 
General Conservation Order M-217, 
particularly in reference to shoe styling, 
that do not involve substantial con- 
servation of materials and labor, was 
recommended by a joint meeting of the 
Shoe Manufacturers and Shoe Retailers 
Industry Advisory Committees May 15 
and 16. 

WPB officials pointed out that be- 
cause of the continuing critical need for 
leather and shoes for military and es- 
sential civilian requirements, neither 
Order M-217 nor Order M-310, relating 
to hides, skins and leather, could be re- 
voked at this time. 





Despite official denial by WPB that 
either M-217 or M-310 would be revoked 
at this time, the impression prevailed 
in usually well informed trade circles 
in New York following the Advisory 
Committee meetings that at leagt some 
of the style restrictions of the shoe or- 
der will shortly be lifted in order to 
permit a gradual but early liquidation 
of so-called war models. 





Concerning the upper leather situa- 
tion, WPB officials said there probably 
would be little change in civilian sup- 
plies during the third quarter of 1945, 
but that some improvement was hoped 
for in the fourth quarter. 

The emphasis in shipments overseas 
for relief and rehabilitation will be on 
sole leather and heavy hides for some 
time, the committee was told by WPB, 
with the result that the need for com- 
position soles for shoes in the United 
States will continue. 

Discussing the shoe textile program, 
WPB officials reported that worsted 
yarn was in fair supply, but that cotton 
yarn constituted a bottleneck at pres- 
ent. The supply of gabardine for shoe 
uppers is limited during the second 
quarter, officials said, but the situation 
is expeced to ease during the third 
quarter. 

Fabric requirements for non-rationed 
shoes during the third quarter were dis- 
cussed at some length by industry mem- 
bers and WPB officials, including a rep- 
resentative of the Office of Civilian Re- 
quirements. Non-rationed shoes, both 


of gabardine and tent twills, were pro- 
duced at the rate of only about 8,000,- 
000 a month so far this year, and in- 
dustry members expressed doubt that 
this rate could be increased more than 
25 per cent during the third quarter, 
or that any higher production would be 
absorbed by retailers and the public. 

A WPB suggestion that all flat- 
heeled non-ration shoes with 8/8-inch 
(one-inch) heels or lower be reinforced 
with straight tips and narrow back- 
stays of split leather was discussed by 
committee members, but they failed to 
reach an agreement. Such reinforce- 
ment would apply particularly to juve- 
nile shoes and men’s work shoes. 

OCR programs for misses’ and chil- 
dren’s shoes production for the first 
quarter of 1945 were met, WPB officials 
said, although the distribution of sizes 
was not exactly as planned. This sit- 
uation probably wil! adjust itself in the 
near future, they said. Production of 
misses’ and children’s shoes in the first 
quarter totaled 13,622,000 pairs, of 
which 10,521,000 were rationed types, 
and 3.101,000 were non-rationed types. 

WPB officials reported that produc- 
tion of youths’ and boys’ rationed type 
shoes for the first quarter totaled 
3,495,000, which was about 25 per cent 
less than the OCR program of 4,749,000 
pairs. The vroduction loss in such shoes 
was caused largely by military require- 
ments, which have resulted in the util- 
ization at present of many production 
facilities of welt shoe factories that for- 
merly made boys’ shoes. It was pointed 
out by WPB that the recent directive 
setting aside leather for boys’ shoes, 
as well as infants’, misses’ and chil- 
dren’s shoes, was not reflected in first 
quarter production of boys’ shoes. It is 
hoped that this action by WPB will re- 
sult in a larger production of boys’ 
shoes in the second quarter. 

J. Edson Andrews, who was Govern- 
ment presiding officer, announced his 
resignation as chief of the Shoe Branch 
of the Textile, Clothing and Leather 
Bureau, although he will continue as a 
consultant. The committee voted its ap- 
preciation of his services to the indus- 
try as Shoe Branch chief. The next 
meeting of the joint committee was 
scheduled tentatively for July 24. 


For’Maximum Production 
Of Shoe Gabardines 


A broad program designed to obtain 
maximum production of gabardine for 
shoe uppers, as a durable and satis- 
factory leather substitute for rationed 
and non-rationed civilian shoes, was 
announced May 16 by the War Produe- 
tion Board, which issued Direction 18 
to Conservation Order M-328. 

Heavy current military demands for 
upper leather have necessitated a 
greater utilization of gabardine for the 
production of serviceable shoes, WPB 
said. To meet these requirements, pri- 
orities assistance will be granted toe 
weaving mills for worsted and cotton 
yarns to be used in the production of 
gabardine, and to shoe fabric suppliers 
who in turn will deliver materials ob- 
tained on such priorities for use im 
shoe uppers only. Shoe manufacturers 
who convert their own fabrics and de- 
sire to purchase gabardine directly 
from weaving mills may also apply for 
assistance in purchasing the material. 
The program does not, however, in- 
clude any materials for shoe linings 
or house slippers. 

Under the direction, weaving mills 
may apply on a quarterly basis for 
worsted or blended yarn and wool top 
on Form WPB-541, filed with the near 
est WPB field office. Applications for 
cotton yarn should be made on Form 
WPB-2842, filed with the Textile, 
Clothing and Leather Bureau, WPB, 
Washington 25, D. C., Ref: Direction 
13 to M-328. Priorities assistance for 
cotton yarn will be confined to 26/2 
carded yarn, WPB pointed out. Ap- 
plications for the third quarter must 
be filed on or before June 1, 1945; ap- 
plications for subsequent quarters must 
be filed at least 60 days before the 
beginning*of the quarter. 

Shoe fabric suppliers and shoe man- 
ufacturers who convert their own fab- 
ric may apply on Form WPB-541, filed 
with the nearest WPB field office, Ref: 
Direction 13 to M-328, for priorities 
assistance in obtaining gabardine 
fabric for processing and delivery to 
shoe manufacturers, including their 
own manufacturing plants. A certifi- 
cation as to the use of the material a8 
set forth in Direction 13 to Order M- 
328 must accompany the application. 
Filing dates are the same as for weav- 
ing mills. 

Shoe manufacturers, except those 
converting their own fabrics, are not 

[CONTINUED ON PAGE 92] 
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This window won a prize in a contest sponsored by the Amer- 
ican Women's Voluntary Services. Details of its construction 
are to be found in the text of this article. 


Novel Display Technique 
Wins Contest Prizes 


A WINDOW display technique that 
has won numerous contest prizes is 
worth study by other retailers—par- 
ticularly when the winning technique 
happened to be used in connection 
with shoe windows. This particular 
technique was developed by Ben 
Finkelstein, former display manager 
of the. Ansonia De Luxe Shops, Inc., 
in New York City. 

Most recent of Mr. Finkelstein’s 
prize winning windows was that of the 
marching soldiers shown on this page. 
It was entered in a contest sponsored 
by the War Advertising Council in 
connection with the Sixth War Loan 
Drive, and may be used as a model by 
shoe retailers who are planning now 
for their Seventh War Loan windows. 
The window, “When Johnny Comes 
Marching Home,” won third prize in 
this contest in the Women’s Apparel 
and Specialty Stores group. A $250 
War Bond and a citation from the 
Treasury Department made up the 
prize. 

The window, which was simple to 
install, but clever in its planning, con- 
sisted of a large blow-up of marchi- 
ing soldiers forming a photo-mural 
background. Background of the other 
wall was made of blow-ups of $100 
War Bonds. From another photo- 
graph of marching soldiers, a number 
of figures were selected to be blown 


84 


up to almost life-size. These were sil- 
houetted, mounted on plywood and 
placed in the window, thus giving the 
effect of actual marching men. The 
figure in the foreground was blown up 
larger than the others in order to have 
him appear in perspective. A flag- 





Method Developed wy Ben Finkol- 
stein Has Proved Most Successful 
in Building Patriotic Windows— 
y Be Used by Retailers in 


anning War Bond Displays 





BEN FINKELSTEIN 


pole was cut in two with the lower 
part inside the window and the upper 
part attached to the outside of the 
window so that the flag fluttered free- 
ly in the breeze. Pasted on the win- 
dow glass itself was a huge calendar, 
cut out to form an opening through 
which the marching soldiers were 
seen. [TURN TO PAGE 107, PLEASE] 


Most recent prize-winning window built for Ansonia De Luxe 

Shops in connection with the Sixth War Loan Drive, whick 

took third prize in the War Advertising Council contest. 
Details given in the text. 





Boot and Shoe Recorder 




















Allied hid Company 


BOSTON @® NEW YORK © WILMINGTON © PHILADELPHIA ® CAMDEN 


Tediies is a skilled process in which 


skins are nailed to boards which are stacked in well-spaced 
series to allow natural drying of the skins. Drying processes, 
such as tacking, contribute to the permanency and beauty of 
the finishes and colors of Allied Kid Company products. In the 
laboratory which is connected with the tannery a constant record is kept 
of moisture which affects the drying of each lot of leather. 
Consistent research and added control of each process will 


improve Kid for more extensive post-war uses. 
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Manufacturing and Markets” 


[CONTINUED FROM PAGE 80] 


combat boot will mean a considerable release of leather, 
since these boots require almost enough to make three pairs 
of ordinary shoes. However, almost as important as the 
future release of leather is the subsequent release of man- 
power, which has at all times been as much of a bottle- 
neck in the industry as was the shortage of material. 
Even if there should be an easing in market conditions, 
there is still no reason to believe that rationing will be 
discarded. As a matter of fact, practically every shoe man 
is in favor of the continuation of it as a surer means of 
equitable distribution. For even with the cessation of all 
hostilities, leather is still one of the paramount needs 


throughout the world. All countries are in pretty desperate - 


need of footwear and the Allies are certainly interested in 
seeing to it that those peoples of Europe who are in dire 
straits be adequately fed, clothed and shod. 

Therefore there is every good reason to believe that ra- 
tioning will continue for an indefinite period. As supplies 
ease up, the country may revert to the twice-yearly allot- 
ment of stamps for shoes, but for the immediate future 
there appears to be no prospect of this. 


Wee Goc€ 


LININGS and black calfskin seem to be the most critical 
shortages among the makers of women’s quality shoes in 
this area. Fabric linings, they report, are not much easier 
to get now than before the shoe industry was promised some 
relief on this critical material by Washington. As to kid- 
skin lining, the tanners are making so little of it that manu- 


facturers who have been accustomed to using it in women’s 
and children’s shoes are obliged to do without or accept 
inferior quality from outside sources. As to black calfskin, 
unfavorable ceiling prices on this leather have caused tan- 
ners to put less of their hides into its production and this, 
plus the fact that there is more demand for it and less of 


‘other leathers to supplement it, makes the situation very 


tight. 

Black suede is still available in sufficient quantities to 
justify manufacturers in taking orders and in expecting to 
fill these orders. Besides the black shoes and the browns 
and tans, some navy shoes are being made for the East as 
well as for the Pacific Coast. Gabardine, especially in 
combination with leather, is being used in a number of 
factories. 

Maintaining production by cutting out shoes that involve 
additional labor, such as platform soles, is being tried by 
manufacturers here. Working overtime is another method. 
The loss in profits is discounted as compared with the 
importance of keeping up production to the best of the 
factories’ ability and keeping deliveries somewhere near 
normal. Other ways in which hard-pressed manufacturers 
are trying to meet their schedules are cutting down on allot- 
ments, and cutting out entirely one or more months. The 
problem of the one or two weeks’ holiday that they may 
be obliged to give this Summer also looms large in many 
manufacturers’ minds. 

The normal style trend for Fall would have been to 
closed back shoes in other years, before the tremendous 
vogue for open shoes. A few high style manufacturers in 
the New York area report a tendency to return to closed 
back shoes for this coming Fall. Open toes . . . not too 
large . . . continue, however. Open backs, some buyers 
feel. belong only with sandalized shoes. 
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Merchandising Men’s Shoes 
[CONTINUED FROM PAGE 43] 


on more impetus day by day. 

Previous to the shoe rationing pro- 
gram The Famous, as well as many 
other stores, sold plenty of canvas foot- 
wear for men. Why so many of us 
passed up this extra business the past 
few years is a mystery. 

Last year only a relatively small 
amount of these shoes were bought, 
but they sold so readily that this year 
our stores will go into this merchan- 
dise as extensively as our sources of 
supply can furnish the merchandise. 

Men’s unrationed types in loafer, 
canvas upper and platform types to re- 
tail from three to five dollars, with the 
emphasis on the best grades, will un- 
doubtedly be active sellers. This year 
with rationed shoes so curtailed, we 
believe there will be a bigger demand 
for this merchandise than ever before. 

Just as in rationed footwear, the de- 
mand in the unrationed types is for 
more style, a factor somewhat neglected 
by the makers. 

Now in our Spring selling, salesmen 
have been instructed to suggest a pair 
of unrationed shoes when selling those 
requiring a ration stamp. The presen- 


tation is purely from the auxiliary 
angle, so that the customer will get 
more than the maximum amount of 
service from the unrationed pair. Such 
suggestions have been remarkably well 
received by our consumers. 

Recently all our men’s shoe depart- 
ments have been changed with the idea 
of showing more merchandise. Dis- 
plays are either of one type of shoe or 
of related kinds. Window shoes are 
always well formed and highly polished. 
The Famous stores have always done a 
good job in having open displays in the 
men’s shoe departments. Now that we 
have even gone several steps farther 
along this line, we find our salespeople 
are handling the trade much faster, for 
customers often decide on the type of 
shoe wanted before sitting down to be 
fitted. 


Butler’s Open New Unit 


ALBANY, GA.—Butler’s Inc., opened 
their 50th shoe store in this city re- 
cently. Located at 120 North Wash- 
ington Street, the business is under the 
managership of John W. Swaggerty, 
who came to Albany from Nashville, 
Tenn., where he was connected with 
the same firm. 


The store, which handles in addition 
to women’s shoes, a complete line of 
hosiery and bags, is ultra-modern in 
every detail. Two large glass windows 
are equipped with mannikins sur- 
rounded by a frame of scroll work. One 
innovation is a glassed-in display case 
which reaches from the corner of the 
store to a post six feet away, and runs 
alongside the sidewalk. The outside of 
the store is finished in gray and tan 
carrara, and the inside in walls of soft 
gray, interspersed with wide panels of 
metallic wallpaper. 

The store is semi-salon style, car- 
peted in brown, with rows of cream 
and brown chairs. Handbags are dis- 
played in long wall recesses on each 
side of the front of the store. One side 
also contains the hosiery department. 
Shoes line one side of the store, broken 
by a recess which holds cleaners. 

The other side of the store is taken 
up with shoes on recessed shelves. Dis- 
play shelves are placed between each 
block of shelves. The entire end of the 
store is lined with mirrors. 

Another attractive feature of the 
new store is a what-not which extends 
at right angles in the store and con- 
tains fifteen open cubicles. A different 
pair of shoes is displayed in each. 
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The motors are warmed up, the runways 


a@emda 


are clear. Ready to take off, the 
Skyrider line soon will be zooming to 
new heights. Backed by consistently high 


<< 08 


grade shoes and years of effective, distinctive 


2 


advertising and merchandising plans, the 
Skyrider line today is one of the leading 
boys’ lines of America. 


eo ae 


¥ Tomorrow, when the opportunities for selling 
ition 
e of high grade boys’ shoes will be greater than - 
n in 


alk ever, Skyrider will be out in front with a 
ri proposition that will give your boys’ shoe sales 
—_ a “ceiling unlimited.” Get your toes on the 
the 
runs line for a long steady climb! 
le of 

tan 

soft 
is of 

For fall of '45, Skyriders will be advertised in 

a Parents’ Magazine, reminding over a million 


= mothers and fathers of the Skyrider brand and 
eac 


side the fine shoes for boys for which it stands. 
— The merchandising plan for dealers will include 
ell a new, appealing premium—Skyrider's ‘Mys- 
Dis- tery Night Fighters,” that glow in the dark! 


the Ask your Skyrider salesman about it. 


ends 


rent 


KBS SHOE CO. NASHVILLE 1, TENN. 
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426 Louisiana Street 
Little Rock, Arkansas 


of the profits 


produce. 


profit-sharing plan. 


your application blank today. 


MR. LYLE PRESNELL, Manager 
HEALTH SPOT SHOE SHOP | 


YOU get a liberal share 


when you operate a 
HEALTH SPOT SHOE SHOP 


Under the Health Spot Shoe Shop plan, you are stimulated to put forth your 
best efforts because your earnings increase in proportion to your capacity to 


It is to your benefit to build up the store's volume and profits for you are re- 
warded with a liberal share of the profits besides drawing a regular salary. 
It is to your own advantage to make the most of your ability and experience 
for your share in the results of your own efforts. 

If you are not making the kind of progress you would like to make and if you 
are ambitious to go places in the retail shoe business, here's your opportunity. 
Mr. Presnell has made remarkable strides in the short time that he has been 
in the Health Spot organization and he is enjoying the full benefits of the 


MEN WANTED 


When vacancies occur due to men leaving for the service, we must have 
capable men to take over established Heaith Spot Shoe Shops. Send for 


1240 W. LAWRENCE AVENUE + CHICAGO 40, KLINOIS 


HEALTH SPOT SHOES FOR MEN, WOMEN AND CHILDREN 















J. Edson Andrews Resigns 


As WPB Shoe Chief 


J. Edson Andrews, of Andover, Mass., 
who since early last year has rendered 
useful service in Washington, first as 
consulfant and later as chief of the 
Shoe Branch of the Textile, Clothing 
and Leather Bureau, has resigned to 
return to private industry. He will 
continue to serve on a part-time basis 
as a consultant to the Leather and 
Shoe Division, the War Production 
Board announced May 15. 

John W. Lake, of St. Louis, who has 
been serving as deputy chief of the 
Shoe Branch for more than a year, has 
been appointed chief of the branch to 
succeed Mr, Andrews. 

Mr. Andrews is vice president and 
treasurer of the Gale Shoe Manufac- 
turing Co,, North Adams, Mass., and 
president of the Daytimer Shoe Co. of 
Boston. 


More Cattlehides and Kips 


Promised; Inventories Down 
War Production Board officials 
pointed out to members of Shoe Manu- 
facturers and Shoe Retailers Industry 
Advisory Committees, at their joint 
meetings May 15 and 16 that the esti- 
mated quantity of cattlehide and kip- 
side available for the second quarter 
of 1945 has been revised upward, after 





a leveling-off of the military shoe pro- 
gram and increased production. How- 
ever, leather produced currently has 
been consumed as fast as it was avail- 
able, which is evidenced by . current 
shoe production, they said. Inven- 
tories of cattle and kipside leather re- 
main negligible. 

General easing of the world supply 
position in raw materials was indi- 
cated by the Combined Raw Materials 
Board in its third annual report which 
was issued May 14. 

Despite general easing, the board 
warned that certain important mate- 
rials, including leather, must be ex- 
pected to continue in tight supply for 
some time to come. In addition to con- 
tinuing military needs, the minimum 
demands of liberated areas are becom- 
ing an increasingly important part of 
the world demand picture. 


se 


For Maximum Production 


[CONTINUED FROM PAGE 82] 


required to file applications with WPB, 
but must certify to their suppliers that 
the material obtained with priorities 
assistance will be used only for the 
production of shoe uppers, excluding 
linings and house slippers, and that 
the purchase will not increase the man- 
ufacturer’s inventory of gabardine 
suitable for shoe uppers to more than 
a 45-day supply. 
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3 
bare. Play, sun and bathing suits with 
bare, bare backs and shoulders and bare 
midriffs are being made in several in- 
teresting styles. We show the idea here 
as Claire McCardell has designed it in 
her “fisherman’s costume.” It has both 
the “bare” and the “soft” looks. 

Expressed in shoe styles, the “bare” 
look has been growing in importance 
for several seasons in the increased de- 
mand for very open style shoes. We 
are all familiar with this type. Style- 
getter among these is the shoe illus- 
trated here. Commenting on this trend 
te bareness as expressed in the very 
open thong sandals, Mabel Julianelli, 
qeator with her husband, Charles 
Julanelli, of the “Pagan Sandals” 
now being featured by Saks Fifth Ave- 
nue, sees in such shoes an expression 
of the same freedom as if found in 
dothes. “There is so much freedom in 
everything today,” she says. We see in 
these very open sandals this same idea 
of freer, more healthful, comfortable 
dothes and shoes, and showing itself in 
a feeling for “native” styles. Thong 
sandals are being paired by fashion au- 
thorities with the Greek influence in 
dothes, but these sandals are really 
more primitive than Grecian sandals. It 
has been an interesting evolution from 
the extreme simple native thong sandal 
into the “Pagan Sandals,” already re- 
ferred to... sandals designed for wear 
on many occasions. 

The “soft look” in clothes appears in 
many ways ... in drapings, puffings, 
shirrings; in ruffles and the continuance 
of bows. Shoulder lines are rounder and 
softer; necklines are softer whether 
found, square, V-line or high. Under- 
trm fullness of sleeves adds to the 
softer appearance, especially of jackets 
and coats. Peplums, tiers and side-drap- 








Godchaux Store in New Orleans 
hailed V-E Day with this mammoth 
Old Glory covering entire front of 
building. Dimensions 55 x 90 feet. 
Photo by courtesy of Geo. E. Keith 
Co., Brockton, Mass., to whom it 
was presented by Leon Godchaux. 
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Fashion Picks Two Trends 


[CONTINUED FROM PAGE 41] 


ing are other ways in which silhouettes 
are softened. The bloused look in jack- 
ets and coats is as important as in hats 
where the bloused crown is one of the 
newest silhouettes and is slated to 
carry over strongly into Fall. Milliners 
have used flowers more profusely than 
in any recent year. They are putting 


flowers on many kinds of shapes besides- 


pill boxes and calots. Colors are soft 
and feminine, too, with light pinks, 
blues and greens very popular. 

‘As to the “soft look” in shoes, the 
ballet shoe seems to us to have more 
of that quality than any other present 
day shoe style. It is, to be sure, one 
of the few really new patterns .. . as 
adapted for play and street wear... 
coming out of this wartime period. In 
general, manufacturers have been 
obliged to keep to well-established 
types and patterns. The ballet shoe 
gained popularity from two sources. 
The genuine ballet slipper could be 
bought ration-free. The very similar 
espadrille has long been an established 


favorite in play shoes. Next came the | 











development by one or two play shoe | 


manufacturers of shoes closely resem- 


bling real ballet slippers except for the | 


sole and heel construction. To make 
these shoes more comfortable for the 
average woman, these manufacturers 
have put wedge heels in them concealed 
under the upper material. There should 
be a big future for these shoes for 
leisure wear indoors and out. 


Finally, these shoes have emerged as 


genuine’ street and dress types as two | 


of our illustrations show. Designed by 


the same gifted Julianellis, this sandal | 
and pump are being bought at Saks | 
Fifth Avenue by women of all ages who | 
want something new, something with | 


closed toe, something smart but very 
comfortable and very soft. 





Open New Tacoma Store 


TACOMA, WASH.—Baxter’s Shoe 
Store opened a new store recently, one 


door from their former location, 918 | 


Broadway. The store is a family shoe 
store, carrying a complete stock of 
women’s, children’s and men’s shoes. 
Don J. Dorow continues as manager. 

The children’s store is known as the 
“Circus Room.” Mechanical figures of 
animals and Mother Goose rhymes per- 
form under a gay striped awning to 
delight the small fry while buying 
shoes. Toys, books and other souvenirs 
make a visit to the store a welcome 
diversion for the youngsters. 

The men’s store has a separate en- 
trance. The entire color scheme is bone 
white with a wine background. New 
cases have been installed throughout. 
Pink mirrors carry out the soft tones 
of the wine rug, which covers the floor. 

The store is a parlor shoe store, no 
shoes being in evidence. 








THREE EASY STEPS 
TO BIGGER PROFITS 


They're Non-rationed and 
the Best Bets Available 
for Repeat Sales 





2001 Reyal Biue Embroidered Everett 
2002 Wine Embroidered Everett 
2003 Light Blue Embroidered Everett 
2004 Rose Embroidered Everett 


36 pair to a case, sizes 4-9 Including 4 sizes 


Price $2.10, net 30 days, F.0.8. Boston 





2018 Royal Blue Embroidered 
2019 Light Blue 

2016 

2017 Red 


Colorful multi-colored embroidered pedded 
leather soles, non-rationed. 


36 pair to a case, sizes 4-9, whole sizes only 
Price $1.25, net 30 days, F.0.8. Boston 
immediate delivery 





2011 Royal Blue 
2007 Camel (Natural) 
2010 Wine 

4 Rose 


Stunning Soft, Brushed Fabric in comfortable 
dorsay—sturdy padded sole. 


36 pair eases, sizes 4-8, whole sizes only 
Price $1.00, net 30 days, F.0.8. Boston 
immediate delivery 


A. L: O'SHEA 

















HERE'S SOPHISTICATION IN INDOOR CASUAL FOOTWEAR 
FROM THE CAPTIVATING ROSALIE LINE 


NON-RATIONED 


Stock No. 1546 Red Stock No. 2546 Red 
Seutfs 2.05 net 30 days 


1547 Royal Blue Scuifs 


2.05 net 30 days 3.00 net 30 days 
1549 White Scuffs 2549 White Opera 
2.05 net 30 days 3.00 net 30 days 


36 pair to a case. Sizes 4-9 Including 4% sizes 
Fine electrified shearling on California process. 
and comf flewible and 


80, ortable—; 
durable soles. 
Delivery starting July—F.0.B. Worcester 
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Reconversion in Leather 
[CONTINUED FROM PAGE 44] 


en this point. An expansion in world 
trade is desirable and every means pos- 
sible and fair to domestic producers 
should be adopted to facilitate world 
trade. No one will argue that we should 
not export our raw materials and the 
products of our advanced industrial ma- 
chinery to countries which wish to buy 
them. Noone will argue that we should 
net import many commodities from 
abroad in order that buying nations 
may pay for our goods. In fact in the 
leather industry we normally import 
over 75. million hides and skins yearly 
as well as millions of dollars’ worth of 
tanning materials. This places us 
among the leading industries engaging 
in world trade. Our purchases make it 
possible for many other industries to 
sell their products abroad. 

“We cannot, however, look with 
equanimity on the development of tan- 
ning capacity in Latin American coun- 
tries, far in excess of that needed to 
care for their normal needs. This tre- 
mendous growth has been the direct re- 
sult of the lend-lease purchases of 
leather for our Allies. That the leather 
was needed, we cannot question, al- 
though we may question whether or not 
under proper planning a considerable 
amount of it could not have been tanned 
in this country had we imported the 
raw material . We are not re- 
assured by being told that this capac- 
ity will be used only to tan leather for 
European countries which formerly 
purchased hides and skins in Latin 
America and must now buy leathers. It 
should be obvious that the combination 
of tanning materials, hides and skins, 
and cheap labor, together with trained 
emigre tanning knowledge which now 
exist in South America, is not a favor- 
able development for the tanning indus- 
try of the United States in the long 
run. The first result of this develop- 
ment has been a reduction in the sup- 
plies of foreign hides and skins avail- 
able for our own tanneries. When we 
consider that our machinery manufac- 
turers are busy making equipment for 
South American tanneries, we realize 
that the second result promises to be 


increased competition in leather in our 
domestic market after the war. We can- 
not but conclude that our own high 
wage tanning industry may suffer from 
the competition of new tanneries in low 
wage countries. Our average wage in 
this country, without overtime, is over 
9lc. an hour. This compares with a 
wage of 16c. in South America. While 
the quality of their leathers today is 
not equal to ours, it is bound to im- 
prove after the war.” 

One of the significant wartime de- 
velopments resulting from the necessity 
of conserving leather supplies, Mr. 
Watson pointed out, has been the de- 
velopment of leather substitutes. He 
predicted that more of these will come 
on the market before leather supplies 
increase. Some of them, he thought, will 
demonstrate practical possibilities for 
peacetime use, while others will tend to 
disappear as leather becomes more 
plentiful. 

“In this connection,” said Mr. Wat- 
son, “we shall have to pay more at- 
tention, I believe, to the marketing of 
cur leathers. Too many tanners have 
been predominantly production minded. 
This is a natural consequence of our 
historic and economic development. 
There is no doubt in the minds of many 
of our most progressive tanners that a 
few of our troubles from 1920 fo 1940 
in this country were due to the fact that 
we were not fully aware of what was 
happening in the shoe industry which 
buys the bulk of our products. Many 
tanners would have found ‘some relief 
from the rut of competition on staple 
products by an anticipation of market 
trends and the development of new 
leathers. We may expect to see a new 
consciousness of that fact among tan- 
ners after the war. 

“At the same time the various tan- 
ning groups should consider collective 
action to capitalize on the fact that 
leather has never occupied a higher 
position in the minds of the average 
consumer than today. Shoe rationing 
with its emphasis on quality footwear, 
and the lack of good leather products 
in desired quantities, has cultivated a 
public awareness of leather that will be 
of inestimable value to the industry. 
The advantage presented by public psy- 
chology should not be lost.” 


In the latter part of his address Mr, 
Watson discussed the outlook for elimi- 
nation of production, purchase and s&le 
controls after V-J Day and also for the 
lifting of price controls affecting hides, 
skins and leather. In relation to these 
subjects he spoke of the extent to which 
war has disrupted the normal distri- 
bution of the world’s supplies of hides 
and skins and affected the foreign raw 
materials sources of the American tan- 
ners. He mentioned some measures that 
might be considered to help solve the 
problem of obtaining more foreign 
hides and skins, but declared that so 
many unknown factors enter into the 
situation that it is impossible to offer 
a very promising practical solution at 
this time. 

The meeting was held at Hotel Pfis- 
ter. Several Milwaukee shoe manufac- 
turers were present, swelling the total 
attendance to 125. Officers elected for 
the coming year were: J. W. Harnly, 
Greiss-Pfleger Tanning Co., Waukegan, 
Ill., chairman; Carl J. Anderson, Albert 
Trostel & Sons, Milwaukee, vice-chair- 
man; P. H. Waite, A. F. Gallun & Sons, 
Milwaukee, secretary. 

This club has functioned for several 
years as a monthly meeting club for 
tanners’ production men. At intervals 
throughout the year, the club is opened 
to the allied trades. This was the last 
meeting for the summer, and the club 
will resume activities in the Fall. 





Department Store Sales Drop 


RICHMOND, VA.—Department store 
sales in the Fifth Federal Reserve Dis- 
trict in the week ended May 12 were 
4 per cent below the sales in the same 
week last year, but were 7 per cent 
above sales in the preceding week 
ended May 15, the report of the Fed- 
eral Reserve Bank of Richmond re- 
vealed. 

Cumulative sales in the four weeks 
ended May 12 were 3 per cent above 
sales in the four weeks ended May 13, 
1944, These averages are based on re- 
ports from 18 leading department 
stores in the district, which covers 
Virginia, Maryland, North Carolina, 
West Virginia and the District of 
Columbia. 
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UNRATIONED 


CHENILLE SLIPPERS 
For 


WOMEN and CHILDREN 
In Stock 


118 West Broadway 








STYLE +4010 
Misses’ Sizes Women's Sizes 
WINE 11-3 WINE 4-9 
ROYAL 11-3 ROYAL 4-9 
ROSE 11-3 ROSE 49 
LT. BLUE 11-3 LT. BLUE 4-9 
$1.20 F.O.B. N. Y. Net 30 days $1.25 


PROMENADE SHOE CORP. 


New York City 
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: Age of Trading Adventure Ahead 


[CONTINUED FROM PAGE 39] 


of service. In fact, on the counter-self- 
service. 

So, you see, shoe stores will have to 
practice what they preach—a degree of 
shoe fitting that goes with conventional 
footwear. If these shoe stores can also 
sell slip-lasted and all the novelties of 
footwear, plus a fitting that can make 
for themselves a strong place in the 
footwear future. But if soft footwear, 
as such, is going to be sold everywhere, 
from drug stores to grocery stores and 
in an infinite variety of selling places, 
then the future holds within it many 
significant changes. Already we sense 
some of the major changes in which a 
hundred or more factories have grown 
upon us as a consequence of the war 
and OPA regulations. They will cer- 
tainly endeavor to continue to sell and 
serve. They may not enjoy the price 
honeymoon they are now on, but many 
of them will find a way of living and ex- 
panding and becoming part of the foot- 
wear future. 

All in all, the day is drawing near 
when the shoe industry must take a tre- 
mendous step forward in serving men, 
women and children with more pairs of 
foot coverings. We were going to say 
more and more pairs for less and less 
money, but that Utopia is not yet in 
sight. We believe that conventional 
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footwear as we have known it, in its 
substantial, fit-able qualities, will con- 
tinue to be the best footwear for most 
purposes. We believe that, inasmuch as 
it carries with it a fitting serving, and 
calls for manpower at a living wage, 
such footwear will not give us the 
cheap, cheap shoes we had in the de- 
pression decade. 

But, on the other hand, the new and 
expanding field of soft footwear carries 
with it the competitive angles of sale 
through other types of stores, over the 
counters or self-service. This we do 
know, at this time, that more types of 
shoes in more forms and materials, will 
be part of the shoe business of the 
great future, and that the public will 
be sold and will accept the idea of a 
diversified shoe wardrobe because there 
are so many satisfactions to take place 
of former discomforts. 

So we say—expand your thinking; 
expand your methods and merchandise 
and learn the art of rapid turnover be- 
cause new goods and new ideas must be 
promoted with new and accelerated 
salesmanship. The shoe business has 
outgrown its two season cycle and must 
step into the four to six season plan of 
operation—to get more shoes sold right 
so that more shoemakers and more shoe 
fitters can make a living in a world of 


Ye Olde Shoe Horn 
is glorified in Plastic 































Here is an authentic replica of the 
early shoe horn that was made from a 
steer's horn. The Gits Plastic shoe 
horn represents an exceptional retail 
value with a ready market and full 
discounts. This artistic reproduction 
is molded in unbreakable plastic and 
a range of lustrous mottled colors, 
which proved the majority choice in 
actual merchandising tests. Colors: 
bone onyx, green onyx, amber onyx, 
red onyx. A real utility item of gift 
quality. Retails 25c each. Order thru 
your jobber. 


al 


4609 West Huron Street 
Chicago 44, lilinois 





Manufacturers of the famous Gits Flashlights, Knives, Savimgs 


Games, Protect-o-shields, etc. 
Canadian Distributor: 
Laddon, Ltd., 69 York St., Terento 





more and more shoes. Now is the time 
to think in terms of fifty-two weeks of 
shoe selling, fifty weeks of shoe manu- 
facturing, and for every shoe that goes 
on a store shelf, there is a need for a 
sale to assure the shoemaker in some 
factory, somewhere, his livelihood. We 
are all tied up in an accelerated shoe 
future and it is obvious to everyone 
that the soft, sloppy days of two shoe 
season selling and making are gone. 
They are gone because the swift shadow 
of the airplane has given us a view of 
possible speeds here there and every- 
where, the world over. 


Cincinnati Sales Off 

CINCINNATI, OH1I0—Retail shoe sales 
in the Cincinnati district were reported 
“down” for the first half of May, 1945, 
compared with the corresponding pe- 
riod of 1944. 

Reasons given were: 1. Bad shopping 
weather, 2. aparent shortage of shoe 
stamps on part of consumers; and 3. 
short inventories in retail outlets. 

Spokesmen for retail stores agree 
that the trade might have been able to 
get over the hump of one or two of 
the elements involved in the three-way 
cause of the slump, but with all three 
working “a billiard,” the odds have 
been against sales. 

Estimates that April, 1945, was off 
as high as 25 per cent in some stores 
with a general average of 15 to 20 per 
cent were vouched in retail sources. 





















MEN’S 
FINE FOOTWEAR 


For over 50 years consistently de- 
livering more than was expected, 
Taylor-Mades have gained a rep- 
utation for high value, style lead- 
ership, and dependability. 


PROOF 
THAT CUSTOM CHARACTER 
NEED NOT BE EXPENSIVE 


Most styles $6.59 to $8.50 

—slightly higher west of 

the Mississippi. 

E E. TAYLOR CORP. 
MANUFACTURERS 


BOSTON 


Eloi Made 


SHOE 



































A COMPLETE LINE 


Magnificently packaged ’76 polishes can build 
more profit for you. 


The quality, proved by repeats is the finest. 
Look over the below ’76 Polishes. 


Paste Shoe Polish 


Gives so high a shine is used to polish the 
display shoes in many shoe store windows. 


76 White Shoe Polish 

Groom Saddle Soap 

Yukon Waterproofer 

"76 Fabric Play Shoe Cleaner 


Cost $16.80 Gross 
Selling Price $36.00 Gross 
Your Profit $19.20 Gross 


ORDER NOW 


Display racks and advertising furnished you. 





SPECIAL For Fabric Shoes 


’°76 Fabric Play Shoe Cleaner is specially made 
for cleaning fabric shoes. It’s new. It is the 
only multi-color Fabric Play Shoe Cleaner. 








I~ } 
Z fy) POLISHES 
—— 


> EE 
700 Benton Ave., Nashville, Tenn. 
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Industry Groups to Discuss 52 Weeks Plan 








New YorxK.—President William W. 
Stephenson, of the National Shoe Man- 
gfacturers’ Association, will preside at 

an important meeting of representa- 

tives of various segments of the shoe 

and allied industries to be held June 
Tat the Roosevelt “Hotel, here, for the 
purpose of discussing participation in 
the 52-weeks production plan sponsored 
by the NSMA. 

Three representatives of each seg- 
ment of the shoe and allied industries 
have been invited to attend this meet- 
ing, which will open at 10:00 A.M., 
June 7, in Room K at the Roosevelt. 
There will be a general discussion in 
which the industry representatives will 
take part, after which, a permanent 
organization will probably be formed 
and a chairman elected. 

A number of industry groups have 
already appointed committees to rep- 
yesent their individual organizations in 
planning for participation in the 52- 
weeks project. The committee repre- 
senting the National Shoe Manufac- 
turers’ Association, which was an- 
nounced recently, will hold a prelimi- 
nary meeting at the Roosevelt Hotel 
on June 6. Members of this committee 
are as follows: Charles Jones, Com- 
monwealth Shoe & Leather, Whitman, 
Mass., chairman; George Miller, I. 
Miller & Sons, Inc., Long Island City, 
N. Y.; Herb Lape, Jr., Julian & Ko- 
kenge Co., Columbus, 0.; H. O. Ron- 
deau, H. O. Rondeau Shoe Co., Farm- 
ington, N. H.; Henry Lambrecht, 
Dixon-Bartlett Co., Baltimore, Md.; 
Archie Mudge Hanover Shoe Inc., Han- 
over, Pa.; John Reinhart, Trimfoot 
Co., Farmington, Mo.; William Kiss, 
Pied Piper Shoe Co., Wausau, Wis.; 
Warren J. Reardon, Daniel Green Co., 
Dolgeville, N. Y.; Harold Gessner, La 
Marquise Footwear, Inc., New York, 
N. Y.; Henry Boyd, Jr., General Shoe 
Corporation, Nashville, Tenn.; Clark 
Gamble, Brown Shoe Company, St. 
Louis, Mo. 

The National Shoe Retailers Associa- 
tion has appointed a committee con- 
sisting of Owen W. Metzger, Allen- 
town, Pa., president of the association; 
Edward C. Orr, Potter Shoe Co., Cin- 
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Representatives of Various Segments of Shoe and Allied Trades to 
Meet in New York June 7 on NSMA Proposal 





Cireus Colors Shown 
By Store 
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camcale, A... saddle brown call. B... ved trmhed 
ed. C.. white erated tid. BD. . wavy call. 
©... wad crutked Wad F .. green crushed bad 


$595 
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This ad of R. H. Fyfe & Co., Detroit, 
Mich., ties in with the traditional Spring 
event of the toming of the circus. Six 
shoes were shown, cil in the same style, 
but each a different color, and the head- 
ing. “Big Top Colors,” served to point 
up comsumer interest in the shoes. 





cinnati, and Thomas Callahan, B. Alt- 
man & Co., New York. 

The New England Shoe & Leather 
Association has appointed the follow- 
ing committee: Louis H. Salvage, L. 
H. Salvage Shoe Co., Manchester, N. 
H.; Paul 0. McBride, Milford Shoe Co., 
Milford, Mass., and Frank S. Shapiro, 
Consolidated-National Shoe Corp., Bos- 
ton. 

The Popular Price Shoe Retailers 
Association also appointed a committee 
as previously announced. 





Cleveland Business Suffers 
From Weather 


CLEVELAND, OHIO. — Cold, rainy 
weather during the first half of May 
definitely retarded the genera] turn- 
over of footwear in the Cleveland dis- 
trict. Very few stores, as a result, 
will be able to show sales records equal 
to or ahead of the same period last 
year. Most of them were behind. 

While the decreased number of shoe 
patrons was not a desirable factor, 
there was one redeeming feature for 
those stores and departments that were 
still waiting for white stocks to come 
in. They did not have to turn down as 
many requests for white footwear. The 
cold and rain had the effect of cutting 
white demands while prolonging the 
turnover on black shoes. 

In most stores there has been no 
change in the heavy call for open toes 
and open heels, and the sling-back 
pump continues decidedly popular. Fol- 
lowing the big Easter demand, blue 
footwear has, of course, taken a de- 
cided drop, but continues pretty much 
in the lead so far as colors are con- 
cerned. Red shoes, however, have 
spurted up to a prominent position— 
a standout in some places. 

Perforations continue in great de- 
mand, and those stores that have good 
stocks of nailhead trims are getting 
an active play in that bracket. Bows, 
buckles, and other trims are going well. 

Cleveland stores are in some cases 
slightly apprehensive about the stamps 
holding out till the late August first 
date for the new stamps to take effect. 
Non-rationed shoes may accordingly 
get a strong play in July. Popular- 
priced stores continue to get a big 
play on non-rationed shoes today. 





Appoints Nominations 
Committee 

RocHESTER, N. Y.—John J. Moore, 
president of the New York State Shoe 
Retailers’ Association, has named the 
following as members of the Nomina- 
tions Committee to prepare a slate of 
officers for the coming year, to be voted 
on at a meeting in Syracuse on June 17. 

William Pidgeon, Rochester, chair- 
man; Ernest N. Park, Syracuse; Jesse 
L. Patton, Schenectady; Harry H. Phe- 
lan, Rochester, and Charles E. Knox, 
Batavia. 
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Since 1899—One of America’s 
Finest Children’s Shoe Manufacturers 


Total production is now allocated to 

our present customers. We have a Post 

War program which will interest you. 
WRITE FOR DETAILS 

“JULIUS ALTSCHUL, INC., 117-125 GRATTAN ST., BKLYN. 6, N. Y. 





from Tots to 
Teen-Agers 

















NESLA Opposes Further Tariff Reduction 


Association Believes Tariffs Too Low for Protection of Shoe and 
Leather Industry—Official Recommendations Sent to 
Congressmen from New England 


Boston.— The New England Shoe 
and Leather Association is firmly op- 
posed to any further reduction in the 
tariff on shoes and leather. “The asso- 
ciation,” said Executive Vice-President 
Maxwell Field recently, “is of the opin- 
ion that present tariffs are too low, 
rather than too high, for the protection 
of our industry.” This conviction has 
been stressed in a letter to all New 
England Congressmen urging them to 
oppose: the provision in H. R. 2652 
which would grant to the President the 
power further to reduce tariff duties by 
50 per cent below existing rates under 
the Reciprocal Trade Agreements Act. 
The association’s official recommenda- 
tions to the Congressmen were: 

“First, that no further reductions in 
present tariff rates on leathers and 
shoes be authorized under the Trade 
Agreements Act of 1934, and 

Second, that any changes in tariff 
rates under trade agreements nego- 
tiated in the future under this Act shall 
be made only with Congressional ap- 
proval.” 

The association’s Committee on Tariff 
Matters which approved this policy is 
composed of the following members: 

Chairman, Louis H. Salvage, Louis 
H. Salvage Shoe Co., Manchester, N. H.; 
Frank G. Allen, Winslow Bros. & 
Smith Co., Boston, Mass.; Lucius J. 
Barnet, J. S. Barnet & Sons, Inc., Lynn, 
Mass.; Carl F. Danner, American Hide 
and Leather Company, Boston, Mass.; 
Harold Goodspeed, A. C, Lawrence 
Leather Co., Peabody, Mass.; Louis H. 
Hamel, L. H. Hamel Leather Co., 
Haverhill, Mass.; Paul Jones, Common- 
wealth Shoe and Leather Co., Whitman, 
Mass.; Harold C. Keith, Geo. E. Keith 
Company, Brockton, Mass.; Paul O. 
MacBride, Milford Shoe Company, Mil- 
ford, Mass.; J. Franklin McElwain, 
and Robert C. Erb, J. F. McElwain Co., 
Nashua, N. H.; James E. Wall, Wall- 
Streeter Shoe Co., North Adams, Mass.; 
E. L. Wyman, The United States 
Leather Co., Boston, Mass. 





SAVE PAPER! 
Help SPEED VICTORY! 


Paper packs a war punch. Don't waste 
it! Thousands of tons of paper and paper 
beard are required for containers to 
carry essential materials to our armed 
services overseas in this critical period. 
Ammunition, food and medical supplies 
may help SHORTEN THE WAR and SAVE 
LIVES OF AMERICAN BOYS now beattling 
under tough conditions against a re- 
sourceful and relentiess foe. Paper is 
essential to pack these war necessities. 


Wer Production Board has put paper 
on the list of critical materials and dras- 
tically curtailed its use by newspapers, 
magazine and book publishers. 


Retailers, foo, can pefform a vital 
wer service in helping to save paper 
through the utmost economy in use. 


Explains Hosiery Situation 

Erie, Pa.—In an ad entitled, “Ladies! 
It’s just plain Horse Sense,” Wesch- 
ler’s, here, gave customers pointed 
facts about the current hosiery” situa- 
tion. Copy ran in part: 

“We want a word with the customer 
who says to the sales lady, ‘What! no 
sheer rayons?’ We hear it daily. Every 
other store in America selling hosiery 
hears it, too. 

“Well, we wish you could get all the 
sheer rayons your heart desires. We 
know how you prize them, and we sense 
that frequently you are undergoing a 
hardship by not having them. We are 
doing all in our power to supply your 
demands—but all too often we just 
cannot get them. . .” 

Copy went on to explain that short 
ages of manpower, engagement of 
hosiery mills in war production and 
the large quantities of rayon used by 
the armed forces have limited the sup- 
ply of rayon hosiery available for 
civilians. 





Shoe Store Sponsors Radio Program 





South Bend, ind.—Walker's Shoe Store, here, has been sponsoring a radio pro- 
gram over station WHOT, South Bend, entitied “Footnotes by Foster". The program 
features Queen Quality shoes carried by the store. Music and timely comment 


make up the continuity. 
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eral times national display con- 


test winner, 


charge of window display for 
ANSONIA SHOES (the past ten 
years). Now open for free lance 
work. Can instal] displays and 
service windows anywhere within 
a 200 mile radius of N. Y. Ben 
1212 Grant Ave., 
Bronx, N. Y. Jerome 8-8672. 


Finkelstein, 


WINDOW 
DISPLAYMAN 


Ben Finkelstein, displayman, sev- 


until recently in 






You Can 
“Bank on Bellaire” 


Month in, month out, Bellaire 
shoes build business for shoe re- 
tailers. Because of proven con- 
struction, sound styling, comfort, 
long wear, Bellaire shoes are 
dependable sales builders. 


x** * 
Te maintain equitable distribution among our 


retailers, we cannot at this time establish new 
accounts. 


SHOE COMPANY 


MAINE 





BELLAIRE 


RTLANLI 





Freeman to Leave 
Bamberger’s 


NEWARK, N. J.—Effective June 15, 
Roger A. Freeman, buyer of children’s 
shoes at L. Bamberger, here, is re- 
signing to accept the position of assis- 
tant-to-the-president and controller at 
Block’s Shoe Stores, Inc., Seattle, Wash. 

Block’s is putting into execution an 
ambitious expansion program on the 
Pacific Coast and in the Mountain 
States. Mr. Freeman, who will be in 
charge of the financial end of the busi- 
ness, has a knowledge of accounting in 
addition to his merchandising experi- 
ence. 

Mr. Freeman joined the Bamberger 
organization in 1942. He was form- 
erly connected with the Del-Ka Shoe 
Mfg. and Retailing Co. of Vienna, 
Austria, coming to this country in 
1940. Previous to his Bamberger con- 
nection, he had been associated with 
W. L. Douglas Shoe Co., in the capa- 
city of ‘merchandise manager. 





Non-Rationed Shoe 
Shop Opens 


Satt Lake Crry, U.—The Petite 
Shop, selling non-rationed shoes, open- 
ed recently here, under the manage- 
ment of Wayne Keating. It is the 
only store in the city to deal exclu- 
sively in non-rationed shoes. The stock 
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Displays Welcome San Francisco Delegates 





San Francisco, Cal.—With the setting of the United Nations Conference for 
international Organization here, the center of the flower industry of the United 
States, Sommer & Kaufmann depicted to visitors in the city its displey windows 
twe typical California gardens. These gardens were complete replicas with grow- 
ing plants and shrubbery typical of the Springtime California blooms. In each of 
the windows was a cage with live doves—symbols of peace. The windows were 
arranged by Wm. Locke Nelson, display manager. 





includes every type of shoe from play from whom there has been an enthu- 
to dress, and caters to the teen-agers siastic response. 
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RETAILERS PrepareNowfor 
POST-WAR COMPETITION 


Chains and department stores are all set with 
extensive expansion programs. 


They will open many additional stores in 
smaller towns and suburban areas. 


They will install greater efficiencies and much 
more competitive prices. 


Mr. Shoe Retailer: 


Is your business prepared to withstand this stepped 
up competition? Are your records modern and ade- 
uate? Is your merchandise properly controlled? 
t about your expenses,—your markup—your 
— Are you getting the most out of your mar- 
et 


You must have the correct answers to these and 
many other vital questions in order to survive this 
coming highly competitive era, and to obtain your 
full share of the greater opportunities that will be 
offered to efficient retailers after the war. 


Write for full information concerning the 
personal survey of your business and the 
advisory service that is now at your disposal. 


SHOEMEN’S SERVICE 


3319 Cleveland Avenue ° Washington 8, D. C. 





INAWLYYd3d S3DIAWAS SLNYHDYAN 











Ration Free 


ARROWS as above—actual size 


25¢ per dozen 
(White Board — Green Trim) 


t1—All Sizes. ¢2—Arch Support. %3—Boys. 

+ 4—Built for Service. *5—Built-in Arch. 

t 6—Combination Last. %7—Drastically Reduced. 
= 8—Extra Quality. *9—Extra Wide. 

¢ 10—For Solid Comfort. *11—For Tender Feet, 
%12—For Walking Pleasure. % 13—CGabardine. 

t 14—Genuine Leather. %15—Coodyear Welt. 
$16—Just Arrived. %17—Just Like Dad's. 

¢ 18—Leather Soles. %19—Narrow Widths. 
220—No Stamp. ~%21—Nurse’s Oxford. 
$22—Reduced. %23—Season’s Newest. 
224—Soft and Flexible. % 25—Special. 

t 26—Ration Free. (Please order by number.) 


M. O. or Check with Order Please: 
If C. O. D. Preferred, Add 24c 
lf Special Delivery, Add 15c 


8" x 14" DISPLAY CARDS: 75c Each: 3 for $1.85 
List of texts to select from will be sen? on request. 


Detailed Information on Monthly Service at Your Request 
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Historic Shoe Exhibit 
For Costume Institute 


New York.—Historic shoes of all 
centuries and all lands are being col- 
lected by The Guild of Better Shoe 
Manufacturers for a permanent exhibit 
at the Costume Institute of the Metro- 
politan Museum of Art here. The shoes 
to be assembled for this exhibit will 
be available to the entire shoe indus- 
try at any time. 

Companies and individuals who have 
any historic footwear are urged to 
communicate with Kate Goldstein Ka- 
men, executive-secretary of The Guild 
of Better Shoe Manufacturers, at 875 
Fifth Avenue, New York City. Ar- 
rangements will be made for the shoes 
to be sent to the Costume Institute as 
a loan or a gift, according to the 
wishes of the donor. 


Plans Advertising Campaign 

Marion, InD.—Twenty-three national 
magazines will be used by Marion Shoe 
Division, Daly Brothers Shoe Co., to 
promote Air-O-Magic Shoes for men 
in the Fall season, in space ranging 
up to full pages. The theme of this 
campaign will be the history of foot- 
wear, with illustrations portraying 
shoes from Roman times through the 
centuries. Supporting the magazine 
promotion will be a weekly radio series 
in sixteen key markets. 








Shoe Club to Hold 
Open Meeting 


New YorK.—An open meeting of 
the Shoe Club will be held Tuesday 
evening, June 12, in the Green Room 





WILLIAM BRESSLER 


of the Hotel McAlpin. This will be 
the last meeting of the season. 

W. W. Stephenson, executive vice- 
president of the National Shoe Manu- 


facturers’ Association, will be the fea- 
tured speaker. Original plans had been 
to hold the installation of new officers 
at this time, but the ceremony will be 
postponed until the Fall. William Bres- 
sler is the newly elected president for 
the 1945-46 term. 





Win Fifth Production Award 


Brockton, Mass.—For the fifth time, 
the Army-Navy Production Award has 
been won by the men and women of 
the Field & Flint Company of this 
city. Notification of this high honor 
came in a letter, dated May 5, from 
Robert P. Patterson, Under Secretary 
of War. 

“You have maintained,” he wrote, 
“the fine record which brought you 
distinction more than six months ago, 
and your standard of practical patriot- 
ism is one of which you may well be 
proud. This renewal is a symbol of 
high achievement over a long period, 
and you may now fly the Army-Navy 
Production Award flag, with its four 
White Stars, for a full year before be- 
ing considered again by the Army and 
Navy Boards for Production Awards.” 

The first award—the “E” Flag— 
was given to this company on January 
80, 1943. Subsequent awards were given 
on September 11 of that year, and on 
April 15 and October 14, 1945. 
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Let’s Help These Men 
Find Jobs in Business 


The American Veterans Association 
has recently issued an informative leaf- 
let on the timely and vitally important 
subject of “Jobs for the War Disabled.” 
It brings out a number of important 
angles of interest to prospective em- 
ployers of disabled service men, as for 
example the fact, not generally known 
that premium rates for workmen’s com- 
pensation insurance do not increase 
when physically handicapped workmen 
are employed. Copies of this leaflet may 
be obtained free of charge by applying 
to American Veterans Association, Inc., 
271 Madison Avenue, New York 16, 
N. Y. 





Shoe Sales Cross 
Border Lines 


Detroit, MicH.—A regular two-way 
traffic in shoes across the international 
line was revealed here in a check-up 
made at the customs offices. The story 
of Detroiters heading across the river 
to buy shoes in Windsor, Canada, un- 
der the rule that they may import two 
pairs without any surrender of ration 
stamps, is an old one that has plagued 
local shoe merchants, and has been a 
mild bone of international contention. 
Windsor residents, including shoe re- 
tailers, have occasionally complained 
that Americans who have learned about 
the absence of rationing there are tak- 
ing unfair advantage of -their shoe 
stocks. 


Now, however, it has been learned 
that a substantial number of Canadian 
tesidents are buying shoes in Detroit 
and are taking them across to Windsor 
for their own use. Reason is the gen- 
eral concentration of Canadian produc- 
tion on the more conservative types of 
shoes, while the novelties and high fash- 
ion items have generally been neglected, 
during the war, in patriotic accord with 
the genuine spirit of austerity that pre- 
vails in English shoe production. 

So the Canadians are buying the non- 
tationed types of American shoes, 
which appeal to their natural taste for 
Some variety from their own accus- 
tomed styles. 


Cooperative Campaign 


Increases Volume 
PHILADELPHIA, Pa. — Steigerwalt’s 


and Engel, Inc., which occupy the same 
building at 1528 Chestnut Street here, 
have combined their displays of shoes 
and apparel on the main floor, in dis- 
play windows and newspaper advertis- 
ing for greater convenience to custo- 
Mers of both firms. Inasmuch as 


Women’s dresses and apparel are so 
dlosely allied to footwear in customer 
buying habits, the arrangement has 
proved time saving for customers in 





Selecting styles and has also resulted 
in increased sales volume for both of 





the firms. 
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Krip 
FOOT REST 


SHOES 


is TRADE MARK 





has been growing BIGGER : 
for a long, long time! 


HE Krippendorf-Dittmann Company began manufacturing shoes 


in 1872—and today no trade mark is more outstanding in the 


footwear world. Many hundreds of prosperous, successful shoe mer- 
chants selling Krippendorf Foot Rest Shoes recognize this symbol 
of a manufacturer who has never compromised with quality. 


It pays to deal with a house of standing—of reputation—of 
character. In peace or war—in good times and bad—Krippendorf- 


Dittmann stands by its dealers. 


The .1945 line of Krippendorf Foot Rest Shoes is more smartly 


styled—more skillfully fashioned—built for the last- 
ing service that rationed footwear must give. Those 
are facts well worth considering when you think of 
purchasing your next season’s line of footwear! 


THE KRIPPENDORF-DITTMANN CO. 


$6.95.87.95 


(Slightly higher 
Denver west) 


CINCINNATI, OHIO 


New York Showroom: Marbridge Building 


*Nationally advertised in Vogue, Ladies’ Home Journal, Mademoiselle, Woman's 
Home Companion, Good Housekeeping, and The Instructor. 








WPB Representatives Speak 
At Baltimore Meeting 


BALTIMORE, Mp. — The ‘Baltimore 
Shoe Dealers’ Association held a meet- 
ing recently with two guest speakers 
for the purpose of getting a clear pic- 
ture from these authorities on the shoe 
situation and how it would ultimately 
affect local business men. The two men 
who spoke were John W. Lake, Chief 
of the Shoe Division of WPB, and 
George W. Creighton, Maryland direc- 
tor of WPB. 

Mr. Lake’s talk pointed out that at 


the present time there isn’t sufficient 
leather to shoe the American public 
completely, and therefore it will be 
necessary, for the time being, for deal- 
ers to select their ration-free shoes 
with great care and sell them on their 
merit, the while getting customers ac- 
customed to non-rationed footwear. It 
was his opinion that by this time ra- 
tion-free shoes have been improved to 
the extent that the customer gets value 
and wear for his money. The picture 
for the next 12 months shows that ap- 
proximately 156,000,000 ration-free 
shoes will be manufactured for Amer- 
ican consumption. 
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Rubber Heels for 
Armed Forces 


New YorkK.—The United States Rub- 
ber Company has produced 386 million 
rubber heels for the armed forces since 
Pearl Harbor, it was disclosed recently 
by A. C. Grimley, sales manager of 
the company’s sole and heel depart- 
ment. 

“Rubber heels have replaced leather 
on all military shoes, and they wear 
several times longer than leather,” Mr. 
Grimley said. “They are designed to 
minimize skidding, thus insuring safe 
movement on and off tanks, submarines 


and other mechanized equipment. 

“In World War I all servicemen 
wore leather heels,” Mr. Grimley 
stated. “The Army first became in- 
terested in rubber as a result of ex- 
perience gained in CCC camps. Army 
officers in charge of the camps sought 
to reduce the number of accidents re- 
sulting from falls on wooded terrain. 
Experimenting with various materials, 
they found that rubber brought a re- 
duction in the accident rate. Shortly 
thereafter the Army adopted rubber as 
standard for all GI shoes. 

“In addition to the 36 millior heels 
produced for the armed forces since 


Board of Trade Members 
Honor Daniel Woolley 





New York. — Members ef the New 
York Board of Trade present an Award 
of Merit to OPA Regional Director Danie! 
P. Wooliey, at a testimonial dinner af 
the Waldorf-Astoria Hotel. Left to right: 
Jesse Adier, Adier Shoes for Men, dinner 
chairman; Mr. Woolley; James J. Walker, 
toastmaster; Max Kreutzier, who made 
the presentation speech. 





the outbreak of the war, the United 
States Rubber Company has turned out 
millions for civilian consumption and 
additional millions for export to Rus- 


Mr. Grimley also revealed that com- 
pany chemists had developed a satis- 
factory tan heel for tan shoes from 
synthetic rubber which is now in pro 
duction. Since the start of the war 
all heels have been black in color. The 
new tan product was perfected after 
many months of research and experi- 
mentation in United States Rubber 
Company laboratories. 


Asks That Children’s Shoes 
Be Ration-Free 
ROCKLAND, Mass.—Dr. Joseph Lely- 


veld, chairman of the National Foot 


Health Council, has written to the Shoe 
Rationing Division of OPA, requesting 
that the rationing of children’s shoes 
be eliminated. 

“It just so happens,” the letter 
reads, “that it is IMPOSSIBLE TO 
RATION THE GROWTH OF A 
CHILD’S FOOT, and some children’s 
feet at certain ages outgrow shoes 
within four to eight weeks. 

“From children’s foot examinations 
we have learned that over 80 per cent 
of the children of school age are wear- 
ing outgrown shoes because their pa- 
rents are either unable to buy the 
shoes when they have the stamp oF 
obtain the stamp without delay from 
the local rationing boards .. . 

“Outgrown shoes on growing feet 
are responsible for many foot defects.” 
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Cancel Michigan Shoe Days 
Derrorr, Mico.—The Monthly Shoe 
Days held at the Hotel Statler here 
were called off for May by the shoe 
travelers of Michigan, in accord with 
advice from the Office of Defense Trans- 
tion. The Shoe Days had at one 
time been dropped, but were resumed 
some months ago when it was learned 
that they were to be considered as es- 
sential meetings not coming under the 
eral ban on conventions. 

It has been the position of Michigan 
shoe men that by bringing the travelers 
to one central spot they can show their 
samples at one time to all the retailers 
m one section of the state, thereby re- 
ducing travel considerably. 

Efforts to clarify the new ruling are 
being made, but the shows will remain 
eancelled until further notice. 








A resilient Arch-Ezur that’s change- 


able to any shoe. Made from the finest 

ts ne materiale available. Both 

etatarsal Longitudinal Arch 

has extra sponge rubber inserts for 

ets underneath to adjust the arches 

the exact height needed for individ- 

ual ee Ray apd that sells and re- 
peats—nati advertised. 

Wholesale prices $1.25 a pair in small 
lots—$12 per dozen. Terms 5% 15 days, 
8% 30 days, net 45 days. (Sizes avail- 
oe, 8 to 15.) Order and fit same size 
as —plenty in stock for at-once | 
shipment. 

Cc. H. STEMMONS MFG. CO. 
Manufacturers of Foot Comfort Appliances 


490 to 316 East Sist St. Kansas City 2, Mo 
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Johansen Conducts 
Television Broadcast 


Los ANGELES, CALIF. — Johansen 
Bros. Shoe Company, St. Louis, recent- 
ly conducted an experimental television 
broadcast over Don Lee Television Sta- 
tion W6XAO in Hollywood. The tele- 
cast featured a half-hour of dramatic 
entertainment and included a five-min- 
ute “commercial” for Johansen Shoes. 


Running twenty-four minutes, the 
“live” portion of the Johansen broad- 
cast was directed by Joe Sawyer and 
offered a fantasy in one act written by 
Peter Godfrey, prominent Hollywood 


film director. The show starred Renee 
Godfrey, Robert Winton and Charles 
Faber. 

Plans for conducting the Johansen 
experimental telecast over television 
stations in the Middle West and East 
are now under way. 





Opens Branch Store 


Cutver Crry, CaLir.—Clark’s Boot- 
ery has opened another branch store 
at 5231 Lankershim Blvd., North Holly- 
wood. Lawrence E. Russell in in 
charge, having been transferred there 
from the Clark Bootery in Hermosa 
Beach, Calif. 
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LADIES' BOOTS 
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$475 


Ration 
Currency 





Style 3088 
Sizes 4-8 
@ BROWN ELK UPPERS 
@ LEATHER SOLES 
@ UNDERSLUNG HEELS 
@ WELTED SIDESEAMS 
@ REG. PULL STRAPS 





DISPLAYERS 


SUSPENDED ANIMATION 
FOR YOUR WINDOWS! 
With This Graceful, Suspended 
Hexco LUCITE 
SHOE DISPLAYER 


SEBS RB EI 4 i 





ribbon, adjusts to any height! All edges high- 

polished ond buffed. 

ORDER P 

TODAY Price $395 ec. . . 6 for $2250 

Write today for details of other Hexco Lucite Disployers 
ond Hecht’s “Glamorous Gloss Disployer’’ circvlors. 























About Shoe People 





Lt. Lloyd C. Payne, Jr., whose father, 
L. C. Payne, travels for Curtis-Steph- 
ens-Embry Co., Reading, Pa., is home 
for a short stay after completing 35 
missions in the past six months as a 
bombardier in the European Theater of 
Operations. He earned the Air Medal 
with five Oak Leaf Clusters, and other 
citations including a recommendation 
for the Distinguished Flying Cross. 


Jack Weiser, New York shoe’ mer- 
chant, has received news that his 
youngest son, Ralph, has been pro- 
moted to the rank of Technical Ser- 
geant. Ralph is a member of a 
bomber group working. out of the 
Philippines, and has completed his 26th 
mission. Another son, Murray, who 
was connected with his father in the 
shoe store, has been serving with the 
Fifth Army in Italy. 


* * . 


Frank H. Rich, son of Herbert J. 
Rich, president of B. Rich’s Sons, 
Washington, D. C., has been promoted 
to the rank of Major. He has been 
stationed in India for nearly two years. 
Maj. Rich is now Assistant Chief Sta- 
tistical Officer of the India-China Divi- 
sion of the Air Transport Command. 


. © = 


Adolph Schwimmer has been ap- 
pointed buyer of all shoes at the L. 
Klein Department Store in Chicago. 
For 14 years Mr. Schwimmer was 
buyer of the 12th Street Store, Chi- 
cago; for four years he was with The 
May Co., Cleveland, basement shoe de- 
partment. He recently resigned from 
Goldblatt Bros. Department Stores of 
Chicago. 


SS @ a 


R. L. Seaman, treasurer and general 
credit manager of the Florsheim Shoe 
Company, has been elected second vice- 
president of the Chicago Association of 
Credit Men. 

For about seven years Mr. Seaman 
was employed by the old Franklin Mac- 
Veagh Company, and for a short time 
after that by Austin Nichols Company 
of New York. In 1923 he became asso- 
ciated with the Florsheim Shoe Com- 
pany and has been with that firm 
since that time. In 1934 he was made 
general credit manager and was 
elected treasurer of the company in 
May, 1941. 

Mr. Seaman’s work in the Chicago 
Association of Credit Men has been out- 
standing. For the past three years he 
has been chairman of the membership 
committee. He has also been active on 
the board of directors and has served 
on the forum, finance and executive 


committees. 
*> *¢ + 


Lt. Gaynor O’Gorman is now sta- 
tioned at the Boston Quartermaster 
Depot. He was formerly employed by 


the B. F. Goodrich Co. as sales promo- 
tion and publicity man; also prior to 
his military service he was employed by 
the United Shoe Machinery Corporation 
in the same capacity. 

. + ~ 

Robert Silverstein, Pacific Coast 

representative for Shu-Stiles, Inc., St, 
Louis, has opened offices and sales 
rooms in the Haas Building, Los An- 
geles. Since taking over the line in 
January, Mr. Silverstein has made a 
remarkable sales record for misses’ 
“Scamps,” aside from his novelty and 
play shoe business for Shu-Stiles. 

. >. * 


Manuel S. Vera, who was one of the 
largest huarache shoe manufacturers in 
this country, is now making children’s, 
misses’, growing girls’ and men’s non- 
rationed play shoes in his Compton, 
Calif., factory. He has been in the 
shoe manufacturing business for the 
past 23 years. 

* oe 

Sam H. Dresser and John H. Kluner, 
both of whom were connected with 
Kirby’s Shoe Stores of Los Angeles, 
have purchased the Hyatt Shoe Store at 
El Monte, Calif. Mr. Hyatt has re- 
tired because of ill health. 


* * > 


James D. Yates, who owned and 
managed the Turlock Bootery, Turlock, 
Calif., for the past 24 years, has sold 
his shoe business to Mr. and Mrs. Stan- 
ley Oie and Lela Peechensil. The new 
owners have changed the name of the 
store to Coey Family Shoe Store. Miss 
Peechensil was with the Coey Shoe 
Store, Modesto, Calif., for 15 years. 
Mr. Yates, owns a ranch at Denver, 
Calif., and will specialize in raising 
almonds, 

. * . 

After 35 years in the shoe business 
in Chesterton, Ind., L. P. Matson has 
sold his store to Mr. and Mrs. Leonard, 
who took over immediate management 
and will operate under the name of 
L. & M. Boot Shop. 


*- ¢ # 


A. W. (Art) Luers, proprietor of 
B. H. Luers’ Sons Shoe Store, Spring- 
field, Ill., has been elected director of 
the Springfield Chamber of Commerce. 
His term is for a three-year period. 

o * 

Francis Hutchings is the newly ap- 
pointed manager of the shoe depart- 
ment in the Auerbach department 
store, Salt Lake City. Mr. Hutehings 
has just returned from a buying trip 
to New York and Chicago. 


*- * *# 


Rheta Ewing, saleslady with the shoe 
department of the Auerbach Co., Salt 
Lake City, is now Mrs. Dering, follow- 
ing her recent marriage. In point of 
service she is the oldest shoe sales- 
woman in Salt Lake and at one time 
had her own shoe store. 
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F. V. Slemons has rejoined the sales 
force of the Auerbach Co., Salt Lake 
City, after receiving an honorable dis- 
charge from the Army. 

” ™ * 

W. W. Shorthill is now managing the 
the Florsheim Shoe store of Salt Lake 
City. He comes from Seattle where he 
was associated with the same com- 


ny. 
and * * * 


Harry McGhie and Carl Riggs of 
Speicher’s Economy Shoe Store of Salt 
Lake City have returned from a buying 
trip to St. Louis. 

7 * * 

Fred M. Shurtleff, now with the Flor- 
sheim Shoe Store of Salt Lake City, re- 
cently celebrated his 40th anniversary 
in the shoe business. 

7 7 . 

Robert P. Christensen has returned 
from duty with the Navy and with his 
brother, William R., is now taking over 
most of the work at the Christensen 
Shoe Store in Salt Lake City, so that 
their father, Bert Christensen, can 
spend more time. raising corn and 
strawberries at his country place in 
Holladay. The boys are the third gen- 
eration of shoe merchants, their grand- 
father having the first exclusive shoe 
store in Ogden when that city was 
little more than a pioneer trading post 
at the crossroads of the West. 

” 7 


The H. L. Bradley Shoe Shop, Kent, 
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Quality, unquestioned, has been and always 


























Diligent 
IN OUR CALLING 


Diligent in details, true to ideals of fine workmanship, 
Edwin Clapp and Son are loyal to a calling and a trust im- 
posed by the founders of this business of quality shoe-craft. 


will be the evidence of our diligence ... in 
Edwin Clapp fine shoes for gentlemen. 


EDWIN CLAPP & SON, INC. 


baiisident, 
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SHOE 


EAST WEYMOUTH, MASS. 








Wash., has been bought by Mr. and 
Mrs. L. E. Anderson, of Puyallup, 
Wash. An experienced shoe man, Mr. 
Anderson expects to operate this busi- 
ness with his wife, and will soon select 
a new name for the establishment. 

7. 7. . 

New honors have recently been be- 
stowed on Max H. Block, a leading shoe 
retailer’ of Seattle, in his election to 
membership in the Seattle Chamber of 
Commerce. As president of the Block 
Shoe Stores, he operates shoe stores at 
several Seattle locations and in a 
number of other communities of the 
region. 














Welcomed to the ranks of Seattle’s 
biggest business circle was M. Davis, 
manager of Pessemier’s Fifth Avenue 
shoe store, recently, when he was 
elected to membership in the Seattle 
Chamber of Commerce. 

. > * 

Pfc. Herbert Cantor has been award- 
ed the Bronze Star for valorous ac- 
complishment. He is now in service in 
Germany, after being overseas since 
October. Private Cantor is the son of 
Moe Cantor, veteran Detroit shoe 
traveler, who has been local representa- 
tive for the Simplex Shoe Company of 
Milwaukee for some years. 
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PLAY OXFORDS 
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Children's and Misses 
Non-Rationed 
PLAY OXFORDS 


In Stock At Once Delivery 


$4.55 


per Palr 






Style #106 
Children's Sizes 82-1! 
Misses’ Sizes 11-3 


Terms: Net 10 Days F.0.8. N. Y. 
Minimum Orders — (8 pairs 


COLORS: RED, BLUE, WHITE, MULTI 
Red No-Mark Soles, Tested for Wear 


Also in Sandal Style #107 — Same Colors 


GERDA FOOTWEAR COMPANY 


158 Duane Street New York 13, N. Y. 
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MOCCASINS 





PLUMP LEATHER UPPERS 
SEWED COLLARS 
ORTHOPEDIC RUBBER SOLES 
IN STOCK 


13 
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Purchases Children’s 
Shoe Company’ 


ARLINGTON, N. J.—George B. Jack- 
son has purchased the A. G. Behn Shoe 
Company from the trustees of the late 





GEORGE B. JACKSON 


Arnold G. Behn who organized this 
business in 1907. 

Mr. Jackson first became associated 
with the company in 1923; he became 
credit manager in 1925 and general 
manager in 1937. 

Mr. Jackson is a past president of 
the New Jersey Association of Credit 
Men and is at present on the advisory 
board of that organization. He is a 
Fellow of the National Institute of 
Credit. He has served on several com- 
mittees of the National Association of 
Credit Men and is now on a special 
committee working with representa- 
tives of the Insurance Underwriter’s 
and Producer’s Associations to develop 
improved sources of Insurance Credit 
information. 


MEMPHIS, TENN.—Plough Sales Cor- 
poration has announced a newspaper 
and magazine advertising campaign 
for this Summer for its product, 
Mexsana. More than 1% billion sales 
messages will run in 463 newspapers 
and magazines from May 1 to Septem- 
ber 15. This advertising is being sup- 
plemented by 33,161 correlative an- 
nouncements over 256 radio stations. 





Temporary Officers Named 
For Florida Retail Group 


ORLANDO, FLaA—Lloyd Gahr was 
elected temporary president and A. C. 
Slaughter, temporary secretary, of an 
organization to be known as the Florida 
State Retailers’ Association, at a meet- 
ing in Orlando, recently. Both of the 
temporary officers named are located 
in. Orlando. Mr. Gahr and Horace 
Cordes of Miami were authorized to 
appoint a treasurer. Officers are to in- 
clude six vice-presidents, a treasurer, 
and an executive director. 
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NON-RATIONED 


CALIFORNIA process-PLAYSHOE 





so." 

@ pair 

2% 10 days, net 38 
F.0.8. Chicage 


Gabardine 4 eyelet oxford with 
Vinolyte sole—fiexibie. immediate 
delivery. White only. August or 
sooner delivery Black, Brown, Navy 
Biue Gabardine. 


Sizes 4 to 9 packed 36 prs. te case. 
Minimum orders accepted 18 prs. per 


WILLIAM COHAN CO. 
— Third Floor — 

Play Shoes—House Slippers—Sport Shoes 

19 So. Wells St., Chicago 6, Ill. 
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X-RAY SHOE FITTERS 


al a a ell 





AVAILABLE NOW* 


Two models by M. B. Adrian, 
originator of x-ray shoe fitting. 


the 





iced “‘Standard’’ model also available. 
“Liberal Time Payment Pian” 

* We have priorities for limited produstion 
Delivery in six te cight weeks 


Write jor injormation & literature 
M. 8B. ADRIAN & SONS X-RAY CO. 
3117 Se. Logan Ave. Milwaukee 7, Wis. 








Service & Supplies for your present machine 





Boot and Shoe Recorder 
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#101 
Price $1.00 


Terms: 2% 10 days, F.O.B., N. Y. 
Three to Four Weeks Delivery 


PREPARE NOW FOR FALL! 


GENUINE ALL-NATURAL INFANT'S SHEARLING BUNNY 


Leather Sole—Shearling Sock Lining 
RED BINDING and RED EYES 


Factory Packed 36 pairs to the Case 2/3 4/4 6/5 8/6 8/7 8/8 


x~e eee eR Ee 


INFANT'S FELT BOOTEE of good quality felt 


Shearling Insole—Good Wearing Soles 


COLORS: BLUE with RED COLLAR; RED with BLUE COLLAR 


Attractive Pom-Pom Tassel 


Factory Packed 36 pairs to the Case 4/3 6/4 8/5 8/6 6/7 4/8 


M. D. SHOE CO. 






Style #401 
Price 85¢ 


101 Reade Street 
New York 13, N. Y. 

















Trade Literature 





“Story of Footwear” 
A Noteworthy Contribution | 


“The Story of Footwear” is thé title 
of the most recent and comprehensive 
of the series of publications issued this 
year by National Shoe Manufacturers 





HAROLD R. QUIMBY 


Association, New 
York. 

Harold R. Quimby, secretary of the 
association, is the author of the book, 
which is a noteworthy contribution to 
the literature of the industry, consti- 
tuting as it does a compendium of 
itteresting and useful information 
tovering historical developments, proc- 
@sses used in shoemaking and tanning 
and miscellaneous facts bearing on all 
phases of the broad subject of foot- 
Wear. 

Into the preparation of this volume 

gone a vast amount of study and 
fesearch on the part of the author, who 
is a recognized student of the science 


Chrysler Building, 


dune |, 1945 


and art of shoemaking and who has 
collected a sizeable library of books, 
pamphlets and publications dealing 
with various aspects of the subject. 
“The Story of Footwear” ~ recounts 
man’s efforts to develop and improve 
shoes and other types of foot coverings 
from the dawn of history down to the 
present time. 

“The story of shoes,” as Mr. Quim- 
by’s opening chapter observes, “is filled 
with drama, heartaches, disappoint- 
ments, It is also a story filled with 
success and achievement. To record, in 
detail, each of the successes, would 
take volumes. Knowledge of a small 
part of this record, however, opens 
wide the vista of an industry that 
started almost at the beginning of 
mankind. It reveals an industry that 
has climbed steadily onward and up- 
ward, an industry that has brought 
comfort and foot ease as well as a new 
sense of color appreciation and costum- 
ing coordination to millions upon mil- 
lions of people.” 


Shows Rubber Goods 


Made for Services 

ANDOVER, Mass. — Approximately 
fifty items made of rubber, all used in 
the war effort—these in addition to 
rubber footwear of several types—-are 
listed in an attractive booklet recently 
issued by the Tyer Rubber Company 
of this town. 

Excellently illustrated, it shows, 
among other things, the manufacture 
of pontoons and those pontoons in use 
in the European theater of war; the 
process by which “ear wardens” are 
made and their use by Navy personnel 
in preventing ear-drums from being 
damaged by concussion. Other products 
pictured in use and in process of be- 
ing made are ear-phone sockets, pro- 
peller fairings, surgical tubes, raincoats 
and overshoes, bags and blankets. 

Implicit in the text is the guarantee 
that the skill and ingenuity of the 
Tyer organization with all its research 
and development facilities will be skill- 
fully used, in the post-war era, for the 
benefit of its civilian customers. 


Washington Newsreel 
[CONTINUED FROM PAGE 74] 


up this type of production would bring 
about an earlier end to rationing. 
These same officials opposed the freeing 
of bacon rind pigskin footwear from 
rationing, and, ineidentally this has 
not worked out as well as had been 
expected. Production, on a yearly basis, 
is now somewhere under 5,000,000 
pairs, rather than more than double 
this amount that had been originally 
forecast. 

It is perhaps a healthy sign that 
much of the earlier discussion about the 
advisability of building up stocks be- 
fore eliminating the ration order has 
largely disappeared. Rather, there is a 
general opinion that once production of 
leather shoes reaches a level of about 
£5,000,000 to 35,000,000 pairs a month 
and remains at this level for several 
months rationing can be lifted and 
stocks will take care of themselves. 

Along these lines, OPA will probably 
ask for an inventory sometime during 
the summer, calling for a breakdown 
of rationed and non-rationed footwear 
and also price lines. 

This information would be invaluable 
when the end of rationing is finally in 
sight. 


Novel Display Technique 
[CONTINUED FROM PAGE 84] 


The same technique was used in a 
previous window which won an award 
from the, American Women’s Volun- 
tary Services, also shown here. Again 
a photograph blown up to photomural 
size was used as background. The dis- 
embodied AWVS member was sus- 
pended from the ceiling on fine wires, 
and caused much comment by passers- 
by. The figure of Uncle Sam pointing 
directly at the passer was made of 
papier mache, as was his hat. 

Mr. Finkelstein recently went into 
business for himself, building displays 
for retail stores of many types. He 
had been connected with Ansonia for 
a period of ten years. 
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WORK SHOES 














STEEL TOE 
SAFETY SHOES 








Uster Made 














PLAID SHOE LACES 








PLAID SHOE LACES in stock 

for IMMEDIATE DELIVERY 

Write for Color Card TODAY 
LYONS & COMPANY 


120 Duane St., New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES ter 44 years 
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GIRLS' MOCCASINS 








GIRLS’ BROWN ELK 
CAMP MOCCASINS 


Brown No-Mark Soles 
In Stock At Once Delivery 


$1.65 Sizes 4 to 9 


Write for Folder 


CONJOR SHOE COMPANY 
287 Broadway New York 7, N. Y. 














MEN'S SHOES 














Jesberg’s Mark 
50th Year 


Los ANGELES, CaLir. — Jesberg’s 
Walk-Over Shoe Store is celebrating 
its 50th anniversary as a Los Angeles 





PAUL A. JESBERG 


retail establishment. The first Walk- 
Over Shoe House was opened in 1895. 

Paul A. Jesberg joined the local 
Walk-Over organization in 1895 as 
store manager. He became vice-presi- 
dent of the corporation in 1912 and 
president in 1917. From the first he 
has been a careful student of all phases 
of shoe retailing, so that today he has 
an intimate knowledge of factory 
methods, more than the usual knowl- 
edge of the human foot. 

More than willing to do his part to 
further the interests of shoe retailing, 
Mr. Jesberg has unstintingly given of 
his time and ability for city, state and 
national retail shoe problems. He has 
served in an executive capacity in all 
local, state and national organizations, 
now being a director in the N.S.R.A. 
He has served as president of the 
C.S.R.A., is now a director and is sec- 
retary of the Los Angeles Merchants 
and Manufacturers Association. 





Issue “First Reader” 
For Shoe Men 


Boston, Mass.—An attractive, col- 
orful booklet, bound with a plastic 
spiral, has been issued by John R. 
Evans & Co., under the title, “The 
Evans Reader, a Primer for First 
Grade Shoe Manufacturers.” An in- 
scription on the first page tells that 
the company was “inspired to print this 
Evans Reader by a friend who told us 
he found our advertisements about 
Evaline, Brogi and Jimmy Pig so en- 
tertaining that he made a scrapbook 
of them to amuse his little girl.” 

On each right-hand page, in full 
color, is printed the illustration which 
appeared in an Evans advertisement 
featuring these three characters. Fac- 
ing it in large letters reminiscent of 
elementary readers, is the ad copy. 








~~ WESTERN BOOTS 
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APPROVED UTILITY STYLE 


GENUINE GOODYEAR WELTS 
$ 95 * SOLID COLOR 
TER «© ALL BLACK or 
° ALL BROWN 
Solld Leather Sole: 
FANCY 
EMBOSSING 
. ‘Ne. 3820 Grown 
Ne. 8622 Glea 
SI7€8 6-2 


ARNOFF SHOE CO... INC., 101 Duane S#.. NYC 


~~ FOOT APPLIANCES 
ANOTHER MODERN WINNER! 


MET-EEZE 
METATARSAL INSOLE 


Made of TOP 
GRAIN COW. 
HIDE with rub 
ber longitudinal 
and metatarsal 
supports. Cleverly 
designed, compact 
and space saving. 
This additional 
value, together 
with a MER- 
CHAN DISING 
PLAN FOR 
SALES CLERKS 
has made MET: 
EEZE the fastest- 
selling foot appli- 
ance in the trade. 


Your findings Jobber bas them 
—or write 
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In New Location 


Mapison, Wis.—The Aartsen Shoe 
Shop, Lake Mills, Wis., has moved to 
a new location in that city. 


Boot and Shoe Recorder 
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Lt. Kimless in 
Kyushu Raid 


son of Barney Kimless, New York rep- 
resentative of Carmo Shoe Mfg. Co., 





LT. CLIFFORD KIMLESS 


participated in a bombing raid on 
Kyushu Island recently. The plane, on 
which he is bombardier, was attacked by 
# Japanese planes in 50 minutes, shot 
down two of the opposing fighter planes 
and returned to its base safely. 

Fifty B-29’s participated in the raid 


Kimless was in one of the planes which 
bombed the Japanese town of Usa. Be- 
cause of the overcast, the bombing was 
done by means of precision instru- 
ments. 

Lt. Kimless’s exploit was acclaimed 
in newspaper and radio reports all 
oer the country. 


20th Foot Health Week 
A National Success 


Although shoe stores had less than 
usual to offer in health and orthopedic 
thoes, their participation in the 20th 
annual National Foot Health Week was 
& public health service to encourage 
better foot care. 

National Foot Health Week, spon- 
tored by the National Foot Health 
Council and Boot and Shoe Recorder, 
mjoyed the cooperation of the entire 
industry, the National Shoe Manufac- 
turers’ Association, the National Shoe 
Retailers’ Association, and more than 
fifteen thousand shoe retailers from 
toast to coast, who used the material 
mpplied to them by the National Foot 
alth Council, of which Dr. Joseph 

d of Rockland, Mass., is chair- 
The stores received window cards 
thd posters for display, leaflets, pack- 
ige inserts, and copy for newspaper 
@itorials, advertisements, and radio 
talks. In some of the larger cities spe- 
tial foot health sections were published 
by the newspapers ranging from one 
to five full pages of editorials on the 
tare of the feet supported by shoe re- 
taller advertising copy. 
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which struck at Japanese airfields. Lt. | 
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NON-RATIONED 


Net 10 days F.0.B. New York 


158 Duane Street 
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WOMENS CORDUROY SCUFFS 


California Process—Leather Soles 
COLORS: RED, ROYAL BLUE, WINE 
Full Sizes 4 to 9 





Shoes, Slippers and Rubbers 
for Men, Women and Children 


GERDA FOOTWEAR COMPANY 


AT ONCE DELIVERY 
$D-10 
per pair 


Minimum Orders — 18 pairs 


New York 13, N. Y. 
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Scholl Sponsors Foot 
Comfort Window Contest 


CuicaGo, Itt.—June 23rd to 30th 
marks the twenty-ninth annual Foot 
Comfort Week, originated and spon- 
sored by Dr. Scholl. To heighten in- 
terest in this already famous event, 
Dr. Scholl has announced a series of 
prizes for the most original window 
displays in connection with the week. 
$1,000 in cash prizes will go to 20 
winning dealers, with a $500 first prize 
in cities of 25,000 or more and a $200 
first prize in cities of less than 25,000. 


This year’s campaign will be an at- 
tempt to meet the demands for foot 
relief caused by America’s tremendous 
effort. It will be supported by the most 
powerful campaign ever to be used in 
the history of the event. There will be 
seven full pages in seven top national 
magazines. All told, over 150,000,000 
advertising messages will be placed 
in publications, plus other ads in more 
than 450 daily and Sunday newspapers 
and over many powerful radio stations. 

Retailers who are interested in the 
contest may obtain it from The Scholl 
Manufacturing Co., 218 West Schiller 


Street, Chicago, Il. 
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BOYS' MOCCASINS 
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GENUINE HAND SEWED BOYS’ | 
MOCCASINS 

Finest Grade 

Oll Treated Uppers Brown Soles 


$2.25 | 
per pair 


Youths’ Sizes 12%_ te2 
Boys’ Sizes 2% teo6 
Write for folder 
CONJOR SHOE COMPANY 
287 Broadway New York 7, N. Y. 
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CHILDREN'S SHOES 
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The C. A. Haines | | 








quality of C. A. Haines 
shoes in order to make 
more of them. 


Because of the shortage of man power, 
we regret we cannot supply all of | 
Haines shoes wanted by our customers. es | 
ever, we are servicing all on a fair quota 
basis to insure equal treat- 








SUPERIOR SHOE CO., Mfrs. 


508 S. Peoria St. Chicago 
Our Distributors 
American Shee 8. Fretburger & 
21 Ww. .. 119-121 A Columbia sole St + 
Detroit Fort Wayne, Indiana 
Jaysen Shoe Co. . . . Les Angeles, Cal. 

















Take New Lease 


On Store Location 


Fort Wayne, InD—The M. & N. 
Shoe Store, 115 West Wayne St., has 
taken a new 15-year lease on that site. 
J. BR. Larimore, general manager, 
stated that extensive remodeling will 
occur immediately after the war. 


Distribution Study 
Given to Shée Guild 


New YorK—The distribution oppor- 
tunities for shoes retailing over $10.95 
were discussed at the May meeting of 





IRVING E. GROSSMAN 


The Guild of Better Shoe Manufac- 
turers by Irving E. Grossmann, sales 
manager of I. Miller & Sons, and first 
vice-president of the Guild. The talk 
was followed by a round-table forum of 
the Guild membership. 

A six weeks’ trip from coast to coast 
from which Mr. Grossmann returned 
recently afforded him an opportunity to 
make a close study of the distribution 
and merchandising «set-up of better 
footwear. His twenty-six years with I. 
Miller, the last fifteen of which he has 
been sales manager, have brought him 
in close touch with every phase of shoe 
production, distribution, merchandising 
and promotion. 

Mr. Grossmann’s findings were given 
before the members of The Guild of 
Better Shoe Manufacturers. They in- 
cluded a twelve-month production pro- 
gram, recognition of the superiority of 
specialized service, a study of the types 
cf consumers who buy the better grade 
shoes, and a projection into planning 
for the post-war period. In this con- 
nection he said: 

“What's the thinking about the shoe 
business for post-war? In my travels 
from coast to coast I have talked with 
the shoe seller and the shoe consumer. 
The opinion is unanimous. Better shoes 
could have sold in great quantities even 
before the war. Even in the old-fash- 
ioned set-up better shoes could have 
sold if they had been made available— 
if the seller had-sizes to fit the con- 
sumer—if the seller had seasonal mer- 
chandise. 

“Check those who have been success- 
ful. What has been their formula? They 
have maintained complete lines. They 
have sized up weekly. They have had 
seasonal merchandise in reasonable 
quantities. Once this formula proved 
successful, they followed’ it and became 
even greater successes. 

“Let us get back to that all important 
matter of ‘distribution of high-grade 
shoes. Up to the wartime period this 
high-grade group was only 1.4 per cent 
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SANDALS 


CHILDREN'S 
Non-Rationed SANDALS 


In Stock At Once Delivery 


$450 

















Terms: Net 10 Days F.0.B. New York 
Minimum Orders — (8 pairs 


Children's Sizes 9-12 
Misses’ Sizes 12-3 


COLORS: WHITE or BEIGE 
Durable Wearing Soles 


GERDA FOOTWEAR COMPANY 


158 Duane Street New York 13, N.Y. 
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FOOT SOCKS 
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Per me eres 





**SOCK-EEZ"’ quality Celanese rayon, seom- 
less sole, elastic top, one shade only, display 
box of 8 dozen or individual dozens at $2.75 
per dozen pair—to retail ot 3% per pair. 
LYONS & COMPANY 
120 Duane St.. New York 7, N. Y. 
Quality Shoe Store Seppiles for 44 Years 











of all the shoes made in this country. 
With actual surveys giving us cond 


si 


ve proof of the way women feel about 


the high-grade shoe, our logical goal for 
this high-grade bracket is now 4.6 pe 
cent. 


“This 4.6 per cent goal will be accom- 


plished if distribution is corrected—if 
manufacturing is tuned to better set 
vice for modern distribution — if we 
maintain and even improve the high 
quality shoe, The Better shoe has & 
great future.” 





PAPER PACKS A WAR PUNCH 


—DON'T WASTE IT! 


Boot and Shoe Recordet 
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PANY 


3, N.Y, 











Style No. 63% 
D Width only 
Sizes 4 to 12. 





: Spor t-Moes m Beat this Value 


© Special Piacin Toe Pattern 

© Rich Antiqued Brown Elk Uppers 
© Natural Finish Leather Soles 

© Heavy Leather Sock-Lining 

© Genuine Leather Counter Pocket 
© Reinforced Ball Strap 

© Rubber Heel 


immediate 
Send Retion Currency with order 


THE ARNOFF SHOE CO., IO! DUANE ST., N. Y. C. 














Trostel Sells Two Plants 


MILWAUKEE, WIs.—Albert Trostel & 
Sons Co., tanners, have disposed of two 
parcels of property on N. Water Street. 
One of them was a one and one-half 
story building containing 45,000 square 
feet of space, sold to the Cream City 
Brewing Co. The other was a one-story 
building sold to Henry L. Broan, who 
operates the Midwest Mfg. Co. Tannery 
aperations in these properties were dis- 
continued a number of years ago. 





Active in War Loan Drive 


CoLuMBuUs, OH10.—Samuel Shinbach, 
president of the Bron-Shoe Co., has 
again accepted the chairmanship of 
the National Firms division for the 
Seventh War Loan Drive in Columbus 
and Franklin County, Ohio. Mr. Shin- 
bach has served on all previous war 
bond drives. He is a member of the 
Chamber of Commerce and past presi- 
dent of the Columbus Advertising Club. 





To Head Community Chest 


CoLumMBus, On10. — Allen Gunder- 
sheimer, president of the Fashion Co., 
department store here, has been elected 
president of the Columbus Community 
Chest for the coming year, and Her- 
bert N. Lape, chairman of the board 
of Julian & Kokenge Co., has been 
dected first vice-president. 





No Fancy Styles 
In New Zealand 


CINCINNATI, OHIO.—New Zealanders 
are permitted only one pair of shoes a 
year and the shoe production is re- 
stricted to utility shoes—no fancy open 
toes or open backs, Harry B. Duck- 
worth, Christchurch, New Zealand, de- 
flared while in Cincinnati to study 
American production methods. 

Mr. Duckworth, managing director 
of Duckworth-Turner & Company, Ltd., 
has his sights on post-war, as at pres- 
oth his plant is turning out combat 
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Named Michigan 
Representative 


NASHVILLE, TENN. Edward 
Wheeler, supervisor of the pattern de- 
partment equipment for General Shoe 





EDWARD WHEELER 


Corporation, and regarded as one of 
the most experienced men in American 
shoe manufacturing and pattern mak- 
ing, will become sale representative for 
the Jarman (men’s) line for the state 
of Michigan, in June, it has been an- 
nounced by Earle T. Bumpous, general 
sales manager and vice-president of 
General Shoe. 

Mr. Wheeler, before joining General 
Shoe Corporation, was for many years 
with the Dunbar Pattern Company. He 
began pattern work at Montreal, then 
managed the Toronto sales branch of 
the Dunbar Company; was manager of 
the Milwaukee branch, and in the St. 
Louis branch served as assistant to 
J. H. Dunbar, president. 

General Shoe’s new Michigan repre- 
sentative has had thorough training in 
styling, because ‘of his broad connec- 
tions in the retail field. He will take 
over the Michigan assignment follow- 
ing the Jarman sales meeting in Nash- 
ville June 11-12. 


——— 


Use Mobile Shoe Store 


MILWAUKEE, Wis. — .Allis-Chalmers 
Mfg. Co., prominent local war plants, 


has developed a unique method of bring- 
ing safety shoes to the thousands of 
workers employed at the plant. With 
the plan’s buildings spread out over a 
large area, considerable time was lost 
by workers getting to the company 
store. 

Now, a mobile store set up in two of 
the outmoded coaches of the Chicago 
and North Western, R.R., have been 
pressed into service on a loan from the 
railroad. This mobile store moves from 
one building to another, where the em- 
ployees are sold their safety shoes. 

According to all reports to date, the 
plan is working out very well, with con- 
siderable saving in man-hours formerly 
lost. 





Open New Synthetic 
Rubber Plant 


LOUISVILLE, Ky. — Completion of a 
new unit at the Du Pont-operated neo- 
prene plant here was announced re- 
cently by E. W. Thompson, plant man- 
ager, who said the expanded facilities 
will step up production of this syn- 
thetic rubber by approximately 26 per 
cent to an annual volume of 60,000 
tons. The new addition is the fifth in 
a series of units, which have been 
rushed to completion, to meet an in- 
creasing demand for synthetic rubber. 

More than 2,000 men and women are 
working at the plant, which, from this 
standpoint of number of employees, is 
the largest of all the government- 
owned synthetic rubber plants. 





Nisley Store to Move 


ATLANTA, GA.—A remodeling job, re- 
sulting in a complete face-lifting, is 
being completed at 23 Broad Street, 
S.W., for Nisley Shoe Company. The 
store will move shortly from 68 White- 
hall Street, S.W. Cost of the moderniza- 
tion, including new store front and fix- 
tures, is around $25,000. The property 
is owned by Hugh Richardson. 

The Nisley Shoe Company has oper- 
ated a store in Atlanta for 20 years. 
The new store is part of the company’s 
program of expansion and of the effort 
being made to serve the public. 
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LARGEST SELECTION 
OF TOP GRADE SHOES 


SPECIALISTS IN BETTER GRADE 
SHOES FROM 15 LEADING 
ST. LOUIS FACTORIES 


MEN'S - WOMEN'S - CHILDREN'S 
FOR IMMEDIATE SHIPMENT 
While in town “C" Well 


M.K. WEIL SHOE CO. 
oe Louis rg am 








BARIS SELLS 
Merchandice, Better for Loss 


BARIS SHOE CO.., Inc. 
Worth 2-5198-1 





79-81 Reade $t., New York 7, M. Y. 











FOOT BATHS 








MEDICATED FOOT BATHS 
FOOT RELIEF OR 
MONEY BACK 
8-oz. size $6 doz. 
retail $1 box 
R. E. BROWN 


620 N. Central 
Glendale 3, Calif. 
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MOCCASINS 





HEAVY BROWN UPPERS $445 
ORTHOPEDIC RUBBER SOLES 
IN STOCK 


. 





MEN'S SIZES 6-12 $1.45 
BOYS’ SIZES 3-6 $1.40 
WRITE FOR FOLDER 
GIRLS’ and OTHER MOCCASINS ond SLIPPERS 
CONJOR SHOE CO. 
287 BROADWAY, NEW YORK CITY 





Obituaries 





Robert E. Binger Pays 
Tribute to Emanuel Jellinek 


Robert E. Binger, vice-president of 
the Allied Kid Company, has written 
the following letter to Everit B. Ter- 
hune, president of Boor AND SHOE 
RECORDER : 

“There died in Philadelphia, during 
the night of April 20, Emanuel Jellinek, 
for 44 years a rawskin expert, first 
with the New Castle Leather Co., then 
with the Allied Kid Co. It is because 
through his passing, I feel that I have 
lost one of the oldest and dearest busi- 
ness friends remaining to me that I am 
so anxious that as many as possible in 
our Allied Industries should come to 
know what kind of man he was. I would 
be grateful to you were you to find it 
possible to print this letter. 

“Only one other man still survives of 
the really original group that started 
in the old New Castle Leather Co. He 
is my dear friend and partner, J. Wirt 
Willis, who, happily, is in the best of 
health, living a useful and satisfactory 
life, surrounded by his children and 
grandchildren. He, I believe, is the only 
one whose friendship and regard for 
Emanuel Jellinek antedated mine by 
some three or four years. I know that 
my every sentiment, at this time of 
parting, is his as well. 


“It was in September 1902, having 
just received my degree from Harvard 
University, that I went to work for the 
New Castle Leather Co., of which my 
father was a part owner, so that I 
might begin to learn something about 
the business in which I have been 
destined to spend so many years. In 
the natural course of events I started 
in the rawskin department, and there 
I found Emanuel Jellinek in charge. He 
was at that time about 30 years of age. 
I was in my twenty-first year. A native 
of Bohemia, Emanuel was already then 
an enthusiastic citizen of the United 
States, keen, intelligent, ambitious and 
rapidly acquiring that vast fund of in- 
formation, that in its full maturity at 
the time of his death, saw him, I be- 
lieve, the last of his kind, an expert in 
all kinds of raw goatskins originating 
the world over. It is true that there 
are many experts still active who may 
have specialized in one particular type 
cf rawskin, whose intimate detailed 
knowledge of their own specialty may 
have been greater than was Emanuel’s. 
I am certain that no man survives him 
whose all around knowledge can be con- 
sidered worthy of comparative mention. 

“It is mysterious why two men 
springing from such different environs 
should immediately take to one another. 
Maybe it was because I had just been 
separated from those young men with 
whom I had recently been spending hap- 
uy years that I felt the great necessity 
to find someone who was sympathetic 
to me by nature. Surely if that was 


the case I found in Emanuel Jelling 
just such a pérson, sympathetic, a great 
teacher of his specialty who constantly 
kept awake and alive in me my ambi. 
tion to learn from him all that I pos. 
sibly could. His telling me of his ow, 
ambitions in life, his ability to raise g 
family on what seemed to me to be jus 
“spending money” at that time I have 
always looked back upon as the great. 
est good fortune that could possibly 
have come my way. I am entirely cer. 
tain that being associated with Emanug 
at that particular period made the 
transformation from a care-free plea. 
sure bent existence to one of much re. 
sponsibility, so greatly heightened by 
my father’s death one year later, 
much simpler for me. 

“After all it was only because of 
some quirk of fate that through all of 
the many years of our friendship Ema- 
nuel chanced to be the employee and ! 
the employer. There remains in my 
mind not even the slightest doubt that 
had it been ordained that our positions 
should have been exactly reversed 
Emanuel would have done this other 
job just as pleasantly, fairly and ef. 
ficiently. As for myself I can proudly 
say, without any reservation of thought 
or feeling, that under such circun- 
stances I also would have been com- 
pletely satisfied and happy. 

“As so often happens, now when it 
is much too late, I feel the need to be 
reassured that Emanuel too had lived 
his many years of hard and: detailed 
work in happiness and satisfaction. | 
cannot remember a single harsh word 
spoken between us. There were many 
occasions that produced sharp differ- 
ences of opinion, even heated argu 
ments. Yet from all these we emerged 
in smiles or laughter, knowing that 
each had fully spoken his mind. Per- 
haps these very differences increased 
our respect and liking. 

“*Peace and rest at length have come 

“*All the day’s long toil is past; 

“*And each heart is whispering 

“Home, 
“* “Home at last.”’” 





Charles M. Cotterman 


MANILA, P. I.—Charles M. Cotter- 
man, for nearly 40 years owner of the 
Walk-Over Shoe Store here, died re 
cently, two months after release by 
General MacArthtr’s forces from Sant- 
to Tomas, the Japanese prison camp. 
For three years he and his family had 
been prisoners of the Japanese under 
conditions which had resulted in the 
breaking down of the health of all 
Mr. Cotterman had been hospitalized 
since last August; although he was 78, 
he may have survived, but a few days 
after the release the camp was bom- 
barded by the Japanese and Mr. Cot- 
terman was injured on the head by 
falling concrete. 

Mr. Cotterman was for many years 
connected with the railway mail set- 
vice in the West and was selected after 
the ‘Spanish-American War to establish 
the posta] system in the Philippine 
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Write today for a run of sizes and 


for our catalogue R-15. 


VOSBURG FOOT APPLIANCE CO. 





Men's sizes over 10, 


BACK UP YOUR ORTHOPEDIC FITTER 


With a professional Line of foot appli- 
ances that will bring a Longer margin 


of profit. 





Style FC-40: Top quality strap leather top, 
cellular rubber body, brown suede bottom. 


Women's sizes: 5 thru 10, wide and narrow 
Men's sizes: 6 thru 13, wide and narrow 


$18.00 doz. pairs 
10c pair oversize charge 


1616 LAVACA Sr. 


AUSTIN TEXAS 








Islands. While serving in this capa- 
city, he became interested in the retail 
shoe business in Manila and purchased 
the Walk-Over Shoe Store in 1909. In 
this venture he was successful and 
later resigned from government ser- 
vice and gave his whole attention to 
business. 

He leaves a son and daughter, four 
grandchildren and six great grandchil- 
dren, one of the latter having been 
born in Santo Tomas. 





Bernard Schwartz 

Cuicaco, Itu.—George Schwartz, 
former manager of the A. S. Beck 
Shoe Store, Oak Park, Ill, has re- 
ceived notification from the War De- 
partment that his son, Bernard, has 
died from wounds received in action 
somewhere in Germany last December. 
Mr. Schwartz, who has been associated 
with the Cutler-A. S. Beck organiza- 
tion for 28 years, left the Oak Park 
store last July because of ill health. 


Aloysius T. Hains 

Kansas Crry, Kans.—Aloysius T. 
Hains, 76, who was a partner with his 
father in a shoe store in Kansas City, 
Kansas, until 1902 when the business 
was sold, died recently at his home, 
here. Mr. Hains’ father established 
the shoe business in 1857; it was the 





first shoe store in the city. At first 
only cobbling was done, but later fac- 
tory-made shoes were sold which were 
shipped by steamboat. 

Mr. Hains was born above his 
father’s shoe store and had spent his 
entire life in Kansas City. 

He is survived by a son, Philip A. 
Hains, Kansas City; a daughter, Mrs. 
Margaret Plumb, Topeka; a sister and 
three brothers. 


Herman H. Hartwig 


Fort WAYNE, IND.—Herman H. 
Hartwig, 88, formerly the proprietor of 
the old Schiefer Shoe Store, one of 
Fort Wayne’s first shoe stores, died at 
the hospital following a six-weeks’ ill- 
ness. He retired six years ago. He 
came to Fort Wayne in 1880, when he 
became associated with his uncle, Christ 
Schiefer, in the shoe business. 


Andrew R. Frank 


MILWAUKEE, Wis.—Andrew R. Frank, 
47, manager of the Big Shoe Store here, 
died recently. He formerly was a store 
manager for the Grimsrud Shoe Stores. 

Surviving are his widow, Elizabeth; 
three sons, Ralph G., Gerald F., and 
Glenn E.; one brother, George and two 
sisters, Mrs. Ernest Hepp and Mrs. 
Reuben Guese. 





Wallace P. Mack 


LONDONDERRY, N. H.—Wallace P. 
Mack, 81, who served a number of years 
as secretary-treasurer of the Pillsbury 
Howe Shoe Co. of Derry, is dead. 

He was one of the organizers of the 
Rockingham Farmers’ Exchange and 
had been an official of the Securities 
Guarantee Co. and North American 
Spruce Lumber Co. 


Harry G. Summers 


INDIANAPOLIS, IND.—Harry G. Sum- 
mers, 63, general manager of the Ma- 
rott Shoe Store, died recently. 

Mr. Summers was widely known in 
the shoe business here, in which he had 
been engaged all his adult life. He be- 
came general manager of the store in 
1988 and had been associated with this 
establishment for thirty-two years. 

He was a native born Hoosier; he 
came to Indianapolis when he was 
seventeen, and engaged in the retail 
shoe business, and for a time in the 
wholesale business. After joining the 
Marott store in 1913 as a merchandise 
buyer, he was successively manager of 
the children’s department, the women’s 
department and assistant general man- 
ager. 

Survivors are his widow, two sisters 
and three brothers. 
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MEN'S SANDALS 


@ NOT RATIONED 


@ BROWN PLASTIC PIG UPPERS 


@ 12-IRON BROWN RUBBER ORTHOPEDIC 
SOLE WITH BUILT-IN HEEL 


@ GOODYEAR STITCHED FOR LONG WEAR 


36 PAIR CASE LOTS ASSORTED FULL SIZES 7-1! 
IMMEDIATE DELIVERY 


SPORTING SHOE CO., 296 B’way, New York 7, N.Y. 
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Self Conforming 
Correct SHOE INSERTS | 


Sold exclusively by shoe 
merchants In shoe stores. 





WALK-ON-AIRE cu. s. pat. & Trade marr) 


Retalis at 75¢ a pair 
100% Mark-Up on Cost 


NORMAL feet are never perfect mates. 
Shoes are. Our Inserts aid better fitting 
and give the feet cushioned comfort. To 
show them is to sel] this profitable item. 


Write us for name of our author- 
ised distributer in your territory. 


The “WALK-ON-AIRE” Line: 

Heel Pads—Spring Strides, Metatarsal Pads — 
Feet Cradles, Arch Supporte—Foot Rests, fer 
Work Shees—Break-in-Seles, for New Shoes. 


WALKONAIR CORP. 
(factory) KNOX, IND. 
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The impressive styling and the fine 
_ quality of Casuals, the original quality 
casual shoe for men, are unchanging. Dis- 
criminating men count on them today. 
LOs ANGELES, 15 


*T. M. Reg 
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Purchase Interest in 
Casuals Firm 


Los ANGELES, CALIF.—David Frank’s 
of California, desighers and distrib- 
utors of women’s casuals, sport shoes 





F. G, FOSTER 


and slippers, have now completed plans 
for national distribution The business 
was founded last year by two brothers, 
David and Frank Mills. Frank Mills 
recently passed away and his interests 
have been purchased by F. G. Foster 
and F. E. Harlow, who until their 
resignation the latter part of March 
have been associated with Sears Roe- 


| buck in Chicago as buyers of women’s 


shoes. 





F. E. HARLOW 


For the past four years Mr. Foster 
has been the buyer of women’s style, 
casual and corrective shoes for Sears 
mail order stores. Previous to this 
association he was with Montgomery 
Ward, spending four years as the 


| Coast buyer of shoes with headquar- 


ters in Oakland, Cal., and four years 
in the New York office as buyer for 
both mail order and retail divisions. 
Previous to his connections with the 
mail order houses, he was buyer of 
men’s, women’s and children’s shoes 
for the Old’s, Wortman and King De- 
partment Store in Portland, Oregon. 
After graduation from the Univer- 
sity of Wisconsin, Mr. Harlow spent 
several years with Mandel Brothers in 
Chicago as assistant to the buyer, later 
being affiliated with the Cutler Shoe 


Stores in Chicago and the A. S. Beck 
chain in New York as buyer. For the 
past five years he has been associated 
with Sears, Roebuck in Chicago. 





Tweedie Wins Second 
“E” Award 


JEFFERSON City, Mo.—The men and 
women of Tweedie Footwear Corpora- 
tion’s Bolivar Street plant have re- 
ceived the Army-Navy “E” Award for 
high achievement in production. The 
presentation ceremonies were held at 
the Junior College Auditorium. William 
Wildeboor, president of the Jefferson 
City Chamber of Commerce, was Mas- 
ter of Ceremonies. Hon. Phil M. Don- 
nelly, Governor of Missouri, gave the 
welcoming address, while the presenta- 
tion of the award was made by Col. 
Frank Finley Taylor, Jr., U. S. A, 
Q. M. C. Alice Marr, Charles Tweedie, 
J. B. Curran, Lela Mae Wheatley, Al- 
fred Angerer, Wm. U. Brems and Rob- 
ert Cardwell represented the employees 
and management. 

The presentation of “E” emblems 
war made by Lt. Com. J. D. James, 
U. S. N. R., U. S Navy Liaison Officer 
stationed at Jefferson City. Staff Ser- 
geant Thelbert Newton, former pris- 
oner-of-war in Rumania, liberated by 
the Russians as they advanced through 
that country, accepted the emblems on 
behalf of the Bolivar Plant workers. 

In presenting the burgee, Col. Tay- 
lor stated: 

“Your entire production has been de- 
voted to the mission of winning the war, 
and your deliveries are all ahead of 
schedule. Since this plant was opened 
in October, 1942, you have fabricated 
over 11,000,000 pieces of equipment and 
few are the Americans in uniform that 
do not have something from Tweedie on 
their person. Many of you will remem- 
ber the work you did on the Assault 
Jackets in May, 1944, but few of you 
realize that those jackets played an,im- 
portant role on “D Day.” You have 
never had even one piece of your out- 
put rejected, and that is a record of 
which you can well be proud.” 

This is the second time during World 
War II that the Tweedie Footwear Cor- 
poration has been honored with the 
“E” Award for production. 





Miniature Ticker Flash 
Announces V-E Day 


Sr. Louis, Mo.—Winthrop Shoe Co., 
had a novel way of flashing news of 
the German surrender to its customers 
and prospects. The announcement was 
in the form of a miniature ticker flash, 
printed in a single line on a narrow 
yellow strip which unrolled from a 
slotted round carboard box much like 
a pocket rolier rule. Prepared well in 
advance even to addressing and stamp- 
ing, these announcements were in the 
mail and on their way before President 
Truman had finished his radio an- 
nouncement Tuesday, May 8. 
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Laboratory Develops New Tanning Material — 





Tanners’ Council Research Laboratory at University of Cincinnati 
Works on Material for Use if Imports Are Not Available 


CINCINNATI, OHIO — The laboratory 
of the Tanners’ Council at University 
of Cincinnati, now under the direction 
of Dr. Fred O’Flaherty, has developed 
anew tanning material which is being 
produced experimentally in pilot plant 
qantities as an insurance for the 
American leather industry in the event 
imports of materials now used are cut 
of. Dr. O’Flaherty disclosed that the 
bulk of tanning materials, into which 
the leather is immersed for treatment, 
is imported at present. 

During the past two decades, it is be- 
lieved, more progress has been experi- 
enced through research in the leather 
industry than was recorded in the pre- 
ceding 2000 years, Dr. O’Flaherty said. 

The Tanners’ Laboratory, a pioneer 
institution established when such insti- 
tutions were not common developments 
of industry action, has provided benefits 
of experiments to the leather industry, 
which in turn has profited financially 
from the results. 

New ways of treating leather to meet 
conditions in many climates visited by 
America’s fighting men during the war 
have served as a vital war contribution 
of the Tanners’ Laboratory. 

The development of the new hide and 
skin disinfectant method, officially ac- 
cepted by the U. S. Bureau of Animal 
Husbandry, has not only reduced the 


cost of disinfectant by more than 95 per 
cent, but it has reduced the time re- 
quired. Some tanners have been able 
te process hides and skins which re- 
quired disinfecting into white leather. 

The process used on imported hides 
permits use of a large volume which 
otherwise could not be brought into the 
United States, Dr. O’Flaherty pointed 
out. 

The director explained that a colla- 
teral contribution of the laboratory’s 
studies of tannery wastes has made pos- 
sible a positive approach to the national 
problem of stream pollution. 

The Tanners’ Laboratory is housed 
in a modern building for which the 
Tanners Council contributed $110,000 
for construction on the University of 
Cincinnati campus. Its maintenance is 
a direct responsibility of the Council. 
Endowments for leather research 
amounted to $245,000 at the end of 1944 
and fellowships sponsored by the tan- 
ning industry provide opportunities for 
a number of Graduate Student Fellow- 
ships. 

Facilities of the laboratory are not 
used for routine anlyses of materials 
or products, Dr. O’Flaherty said, and 
added the research does not enter the 
fields which are the province of the com- 
mercial laboratories. 





First Floor Shoe Section 
At Namm’s Improved 


BrooKLYN.—‘Make Brooklynites con- 
scious of Namm’s in shoes,” the slogan 
of the recently reorganized department 
at The Namm Store, Brooklyn, under 
the direction of N. C. Levine, buyer 
of men’s, women’s and children’s shoes, 
is evidenced in improved stock dis- 
play and general appearance in the 
women’s division on the first floor. 

With the ending of the concession 
to an outside firm and the assumption 
of direct control of shoes by this de- 
partment store, the entire policy has 
been changed, especially with respect 
ta marked grade-up of stock. So many 
physical changes have been made since 
February 1, when Namm’s took over, 
that this main floor section of shoes, 
figuratively speaking, has undergone 
a face-lifting. 

There is more concealed stock now. 
The old tables which formerly carried 
much low-priced merchandise have been 
femoved. Nothing remains of the front 
and central display aside from two re- 
Modelled fixtures at the entrance. 
Along the one wall of the department 
tt the right as_one enters from the 
front, two modern bars have been in- 
ttalled for the display of seasonable 
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shoes. Just now they are bright with 
smart casual non-rationed shoes. 
Shadow boxes also have been designed 
for the wall, in order to show small 
groupings of special foot wear with 
proper lighting and background. 

In general the section has a clean- 
cut appearance. With the installation 
of individual chairs for customers, the 
eye is drawn to interesting displays. 
The clientele seems changed, too. The 
department is drawing a satisfactory 
type of customer under this new policy. 

Illustrative of . the emphasis or 
quality under the new policy is the 
price range on non-rationed shoes, 
which is approximately from $3.00 to 
$5.00. The selection is good, however, 
for we noted casuals of pigskin which 
were priced for $2.98. As for shoes 
requiring a coupon, the price begins 
with the medium $6.95 and goes up to 
quality grade. 

As soon as labor conditions and gov- 
ernment’ control permits, Namm’s will 
build a salon with the most improved 
devices for shoes on the main floor, 
with larger space than the present 
section. Meanwhile Mr. Levine is plan- 
ning for a profitable season, particu- 
larly with well-chosen non-rationed 
casuals which have been moving well 
since February. Large advertisements 





HERE IS THAT 


CALIFORNIA PLAY SHOE 


You’ve Been Looking For 








3001 All Over White Imitation Snakeskin Leather 
3002 All Over Red imitation Snakeskin Leather 
3003 All Over Beige Imitation Snakeskin Leather 


3004 White Twistex Fabric With White Imitation 
Snakeskin Leather Trimming 


3005 Red Twistex Fabric With Red Imitation 
Snakeskin Leather Trimming 


immediate delivery 


California Process Play Shoes—Long Wearing 
36 Pair Cases, Sizes 4-9, including '/ sizes. 


Price: Snokeskin $2.25 Net 30 deys 
| Fabric 2.15 Net 30 doys 


‘| A. L. O'SHEA 
212 Essex St., Boston 11, Mass. 














featuring non-rationed shoes are ap- 
pearing now in metropolitan dailies and 
their Sunday editions. 

Mr. Levine assumed direction of 
Namm’s shoe department after several 
years with Arnold Constable. New 
York. 


Plan Expansion Program 


MonTGOMERY, ALA. — When Jay’s 
Shoe Store, under the management of 
A. M. Baker, opened a children’s de- 
partment upstairs, there was a ques- 
tion in some minds as to the public’s 
reaction to climbing stairs with chil- 
dren to have shoes fitted. However, 
time has proved the wisdom of the 
move, for no one seems to object to 
the easy, attractive stairway, and bet- 
ter service can be given. 

With the twin departments, adult 
customers can have undisturbed atten- 
tion while the children have interest- 
ing surroundings and carefully trained 
service. So successful’ has been the 
department that work on its expansion 
will soon begin; the space over the 
entire store is to be opened up. This 
will be an area 25 x 150 feet, and will 
include the shoe department, a layette 
department, and furnishings depart- 
ment for girls and boys. 

Arthur A. Goodwin, who has been 
with Burger-Phillips in Birmingham, 
will be in charge. 
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WOMEN'S SLIPPERS 


PASTEL SHADES 
Non-Rationed 


In Stock—At Once Delivery 
| 10 


per pair 
Sizes 4-9 








Terms: Net 10 Days | 
F.0.B. N. Y. | 
Minimum Orders—!8 pairs 
NEW DUTCH LAST in CRYSTAL 
GLO Material 
Colors: Light Blue and Pink 
Sturdy Soft Sole 


GERDA FOOTWEAR CO. 
158 Duane Street, New York 13, N. Y. 
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SHOE ORNAMENTS 
e SHOE BEAUTIFIERS 


by 


DANIELS 


STYLE #11 PIRATE BOW 


Made in Genuine Black Patent Leather or Black, Bive, 
Red, Army Russet, Town Grown Calf. Alesse White, 
Black, Brown or Biue Suede. 


Studded with Silver or Gold Nail Heads 
All Ornaments with Clips 


75¢ per pair ° Jie” 
Immediate and Future Deliveries 


Send for Iiustrated Catalog of Shoe Becutifiers 


DANIELS MANUFACTURING CO. 
8520-20th Avenue, Brooklyn 14, N. Y. 
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Shoe Man Has 


Four in Service 
ToRONTO, ONT.—Lester Levy, of the 


Lester Agencies, distributors of slip- 
pers and footwear in Canada, has both 





RUTH LEVY 


& son and a daughter in the United 
States armed forces. His son, Robert, 
is in the Navy and is stationed in 
Staten Island, N. Y. His daughter, 
Ruth, is in the WAC, and is stationed 
in Baltimore, Md. 





ROBERT LEVY 


Two sons-in-law of Mr. Levy are also 
in the Armed Forces; one, a New Zea- 
lander, is now in England. He has been 
in service for 3% years. The other is 
in the Teletype Division of the U. S. 
Army. 





Plans Progress for 
Syracuse Meeting 


RocHEesTer, N. Y. — Arrangements 
are being completed for the annual 
dinner meeting of the New York State 
Shoe Retailers’ Association, to be held 
at Kuppermann’s Restaurant, Syracuse, 
Sunday, June 17. A seven-course din- 
ner will precede the business session. 

Jesse L. Patton, chairman of the 
board of directors, will preside at a 


session of that body, after which Mr, 
Moore will conduct an association meet: 
ing. Officers for the coming year ywijlj 
be elected and other important bugj. 
ness transacted. 

William Pidgeon will conduct ay 
open forum in which the best informed 
speakers available will seek to provide 
the answers to problems in which shoe 
retailers are especially interested, 4 
representative of the OPA will in. 
terpret new regulations of that body, 





Crowley Named Servus 
Rubber Co. Director 


New York.—Jolin T. Crowley, man- 
ager of Servus Rubber Company’s New 
York office, has been elected a director 
and vice-president of the company, Mr. 
Crowley, who has been identified with 
the rubber footwear industry for almost 
fifty years, was formerly president of 
Lambertville Rubber Co., Lambertville, 
N. J. 

Other officers re-elected at the an- 
nual meeting of the company are: C, E, 
Little, president; J. M. Schaap, chair- 
man of the board; Jacob Arronson, 
executive vice-president; Arnold W. 
Wurbs, secretary; I. Tachna, assistant 
secretary; Samuel S. Flug, assistant 
treasurer. 


New Wholesale Firm 
In St. Louis 


St. Louis, Mo.—The newly organized 
Ben Rosenberg Shoe Company, whole- 
salers, has signed a long-term lease on 
the corner store at 1415 Washington 
Avenue. The location covers some 3,000 
square feet of floor space. A new and 
modern front has been installed as well 
as interior fixtures. 

Mr. Rosenberg was associated with 
Tober-Saifer Shoe Company for the 
past seven years, where he was buyer 
of play, house and sport shoes. Prior 
to that, he was with Shu-Stiles, Inc. 
for fifteen years. Mr. Rosenberg plans 
to establish his own trade marks and 
to popularize them. For the time be 
ing, he will specialize in casual foot- 
wear along with house slippers and 
sports types. 








Cobblers Celebrate 
Plant Opening 


New YorkK.—Celebrating the open- 
ing of the new plant of Cobblers, Inc, 
at Williamsport, Pa., Maria and Hans 
Springer, in charge of the New York 
office, were hosts recently at an inform- 
al cocktail party at their home. Walter 
Braun, president of the company, was 
present at the gathering on his way 
to the new factory where he will spend 
the next three weeks before returning 
to Los Angeles. Eric Springer, brother 
of Hans Springer and formerly super 
intendent of Springstep, Inc., will be 
superintendent of* the new factory 
which will manufacture misses’ sizes 
from 11 to 3. 
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FIT COMES FIRST 
with the original 
SHOE DOCTOR SHRINKERS 






Roller type devies 






FOOT COMFORT easily 
provided for hard-to-fit or 
abnormal feet. Our Shoe 
Doctor Shrinkers when used 
with our specially pre 
pared fluids, give the 
proper fit to shoes which 
fit large around the top. 
slip at the heel, or gap at 


mneo met the sides. Any fullness or | 
wrinkles in leather or fab | 
ric are easily shrunk wit>- 


Curved type iree out harm. 
Special combination offer $32.50 (fuid- 
included in above prices). 








ADVERTISING 
CUippiigs 


—here's how to get 
More Business! 


Vincent Edwards idea Clipping 
Service has over 2,000 satisfied users. 
Each order filled according to what 
~, wart; wholesalers usually request 

retail ads; manufacturers usually 
want ads of competitive brands. 

You will find that a study of newspaper 
ad clippings is the quickest and least ex- 
pensive way to keep in touch with what's 
going on. 

Use coupon below to learn more about 
this valuable service and the special short 
term trial offer. No obligation, of course. 


VINCENT EDWARDS & CO. 


World's Largest Advertising Service Organization 
342 Medison Ave., New York City 


Please tell me more about your news- 


Tad 




















fiend your order or write for detafi informatics yd Spee cee and special 
E. C. SMELTZER CO. 
11 B. Gist Street, Indianapolis, ind. BED ~ cnncccousuawsdédutovesteuednies ccuns 
ID ch ccdnc ivcoss -schuksaasebesseve 
OTRO P OLE PEPER ROBE OAE, 
WANTED _ New $6.50 Ceiling Set 
By old established Mexican Leather || On White Navy Oxfords 


Jobbing Firm with warehouses 


turing Centers of Mexico, exclusive 
i for Mexico of the fol- 
ucts: 


Abrasives 

Bottom inks and Stains 

Edge Inks 

Needles and Awis 

Thread 

Steel Shanks 

Fiber Counters 

Fiber Board 

Gore 

Linings, etc. 

Imitation Leathers 

Cork, Felt and other Platform Materia! 
Cement for Cemented Shoes 

Solvent for Cemented Shoes 
Machinery for Cemented Shoes 

Shoe Machinery of all kinds 

Shoe Ornaments 

Suede Calfskins 

EVERYTHING FOR THE SHOE INDUSTRY 


United States and Mexican references. 


Address: Box #496, BOOT AND SHOE RECORDER 
106 East 42nd Street, New York 17, HN. Y. 

















Baxter’s Expand Tacoma Store 


Tacoma, WAasH. — Baxter’s, with a 
shoe store here and another in Seattle, 
has expanded its Tacoma location with 
additional store space as well as new 
departments. Formerly stressing wo- 
men’s shoes, Baxter’s has now expanded 
into a metropolitan-type shoe store oc- 
cupying a 40-foot frontage on Broad- 
way. A new men’s shoe sector and a 
children’s department have been added. 
The new store gives the firm double its 
previous floor space. 


June |, 1945 


WASHINGTON, D. C.—A new retail 
ceiling price of $6.50 a pair has been es- 
tablished on men’s new white oxford 
shoes originally bought by the Navy for 
its officers, the Office of Price Adminis- 
tration announced May 21. 

When the Navy first declared some 
of these shoes surplus in February, 
1045, OPA set a retail ceiling price of 
$7.75 a pair. Before any of the shoes 
were sold in civilian channels, the offer- 
ing was withdrawn. 

OPA has now been informed that ap- 
proximately 33,000 pairs of these shoes 
are being offered for sale in the New 
York region by the Department of Com- 
merce’s Office of Surplus Property, a 
designated disposal agency for the Sur- 
plus Property Board. 

OPA has also been informed by the 
manufacturer of the shoes that they 
are not customarily sold to wholesalers 
but sold directly to retail outlets. This 
enables a lower retail ceiling price to 
be now established, in accordance with 
the customary pricing of these shoes in 
the civilian market. The shoes require 
a ration stamp. 

A revised ceiling of $3.90 a pair is 
also established on sales to retailers, 
which is the manufacturer’s customary 
price. The ceiling established in Febru- 
ary was $4.62 a pair. 

While ordinary civilian distribution 
does not call for sales to wholesalers, 
OPA has set a ceiling of $3.20 a pair 
on sales to wholesalers in the event the 
Department of Commerce should wish 
to dispose of some of the shoes through 
wholesalers. The former ceiling set on 
such sales was $3.70 a pair. 

All shoes sold at retail must bear a 





NEW BRANNOCK 


Scientific heel-to-ball, heel-to-toe 
and width measurements instantly 
made with the new and better 
BRANNOCK DEVICE. Univer- 
sally used, in majority of American 
shoe stores,—by Army and Navy 
shoe fitters—and in global service. 


Adult Model for men and 
women $15.00 


Junior Model for children $12.50 


Available at special cooperative 
price if ordered through certain 
shoe manufacturers —for this list 
and full details write to 


THE BRANNOCK DEVICE CO 


RA 9E 2, NEW YORK 











tag with the retail ceiling plainly 
shown. The shoes are described as 
“Edgerton” low white shubuck Dundee 
oxfords, with leather soles and rubber 
heels. 





New Tannin Sources 


Sought by U. S. 


WASHINGTON, D. C.—A special mis- 
sion sent by the United States to Mex- 
ico to investigate sources of substitute 
substances suitable for tanning leather 
has reported that the buttonwood tree 
and the red mangrove, both abundant 
there along the Gulf of Mexico, may 
provide new sources of suitable tanning 
extracts. 

Many of the vegetable tanning ex- 
tracts used by the United States in the 
production of a large variety of mili- 
tary leathers came from far distant 
places, and since the outbreak of the 
war new sources of supply were needed 
to guard against shortages. 

The FEA, encouraged by the War 
Department, sponsored a special mis- 
sion to explore the Mexican states of 
Vera Cruz, Campeche, Tobasco and Yu- 
catan, to investigate the possibility of 
establishing extract plants near the 
sources of supply. 

Previously research by Dr. Alfred 
Russel at the University of North Caro- 
lina indicated that a suitable tanning 
material could be extracted from the 
buttonwood tree. 
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SALESMEN WANTED 


SIDE LINE WANTED 


LINE WANTED 





Besential Workers need Release Statements 








WANTED 
REAL SALESMEN 


A golden opportunity for right men 
traveling the Northwest, Texas and 
Louisiana, the Carolinas, Georgia 
and Florida, Minnesota and the Da- 
kotas, to join sales force of Boston’s 
fastest low heel house specializing 
in misses’ and women’s sport ox- 
fords, non-rationed play shoes and 
slippers. 


Address Box 586, BOOT & SHOE RECORDER 
10 High Street, Gesten 10, Mass. 











WANTED: :—Shoe salesman for Missouri, 
Oklahoma and Southern Michigan. 
Shoe —_— 
100 East 42nd Street, New York, N. Y 

HAVE opening in Michigan, established ter- 
ritory for young man to sell and service 
Safety Shoes to industrial plants only. Sales 
experience necessary. Give full particulars and 
references. All replies kept Ad- 
dress #578, care Bost & Shoe Recorder, 100 

East 42nd Street, New York 17, | Se f 


& HILDREN’S shoe salesmen to 








care Boot & 
100 East 42nd Street, New 
York 17, N. 


No LINE WANTED—For metropolitan 

Chicago and middlewest to co-ordinate with 
present line of women’s high grade dress and 
play shoes. Prefer women’s or children’s qual- 
ity boudoir slippers. Address #571, care Boot & 
Shoe Recorder, 209 So. State St., Chicago 4, 
Til. 





LINE WANTED 


Essential Workers need Release Statements 


iJ . * 
SHOE MANUFACTURERS with vision 
For your post-war plans you are looking for 
a well known traveling salesman; for the 
man with ideas; with a successful record of 
progressive merchandising; for the man with 
ability to make friends and customers; for 
an experienced, enthusiastic salesman, al- 
ready very successful before the war and 
during period of depression. Here is an ex- 
cellent opportunity for you. 
I am planning now for post-war. I am very 
well known in all the Southern States with 
enviable following and reputation. I am now 
doing business with most of the shoe buyers 
(shoe stores, department stores, resort 
specialty stores and chain. I also know the 


wholesalers). 
REPUTABLE MANUFACTURER of Play 
Footwear or Slippers or Moccasins for Men, 
Boys, Women, Children, Infants. Children 
Shoes. Please write today. I would like to 
All correspondence will be kept 
strictly confidential. I am adding one or 
two more lines, or if you are the manufac- 
turer I am looking for, I will represent you 
exclusively. 
#574, care west. & SHOE pasepece 
100 East 42nd Street, New York 17, 

















SALESMEN WHO CAN SELL LARGE 
VOLUME low priced Ladies’ non-rationed 
Shoes and Slippers—regular and Sooess goods. 
Address Box #589, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 
RETAIL SHOE SALESMAN: We operate 
on a basis where we try to make each cus- 





tomer a friend. A man of pleasing personality . 


would find a permarent home in our store. 
DONAT SHOES, 3945 West 26th Street, 
Chicago 23, Illinois. 


SIDE LINE SALESMAN WTD. 


L 'VE-WIRE JOBBER has women’s and 
children’s non-rationed casuals and slippers, 
carried in-stock. All states open. Excellent 
sideline for men calling on shoe, general and 
department stores. Commission. Address P.O. 
Box 1183, Kingston, Penn. 
SIDELINE SALESMAN WANTED: Men’s 
Women’s and Children’s Sandals and House 
Slippers, made in Mexico. Distinctive items. 
Need men in Atlanta, Richmond, New Orleans, 
Memphis, Nashville, Pittsburgh, Cleveland. 
Write full details, stating present line and exact 
territory covered. Address Box #587. Boot 
and Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y¥. 


BUSINESS OPPORTUNITY 




















BUSINESS OPPORTUNITY. Complete in 
structions on the Preserving of Baby Shoes 

for Book Ends and Mantle ‘Pieces, Ovppor- 

tunity unlimited. Exclusive rights. Complete 

omer $10.00. M. E. Watson, Belletuntaine, 
io. 





LINE WANTED 


for St. Louis and Midwest by ex- 
perienced volume salesman. Ex- 
cellent sales record. Best refer- 
ences. Commission basis. Suggest 
interview at your convenience. 


Address #572, care BOOT & SHOE RECORDER 
1221 Locust St., St. Louis 3, Mo. 











W OMEN’S, Children’s, Men’s house slippers 

and Play Shoes by resident salesman in 
the St. Louis district. Best connections with 
chains, department stores and retailers. Com- 
mission basis. Address 565, care Boot & Shoe 
Recorder, 1 1221 Locust St., St. Louis 3, Mo. 


SHOE GHOE SALESMAN wishes an up-to-date line 
of women’s novelty shoes out of Boston 
market. Resides in St. Louis and travels larger 
cities in midwest. John F. Humphreys, Box 
203, Madison, Iil. 


ELL KNOWN SALESMAN with a large fol- 

lowing and best accounts in New York, 
Pennsylvania, Maryland, Washington, D. C. 
Virginia, West Virginia desires manufacturer’s 
line of Women’s and Children’s shoes, rationed 
and non-rationed: Commission basis. Best ref- 
erences. Address #577, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17. 
N. Y. 








Essential Workers need Release Statements 





WANTED: Men’s and Boys’ House Sijj 
Line, hard and soft soles, in the bette 
grades. Territory covered Pennsylvania, Mary 
land, West Virginia, and Virginia. : 
rated accounts only. Address Box #588, 
Boot & Shoe Recorder, 100 East 42nd Street 
New York 17, N. Y. - 
catch—For Sale ; 





HELP WANTED 


Resential Workers need Release Statements — 











For exclusive shop location in} 
New York City selling Hy-77 
Grade shoes. We are interest-]> 
ed in a man of experience}” 
capable of designing and pre-] 
paring attractive window and 
interior displays. In reply 
give details about yourself, 
present earnings, past experi- 
ence, age, etc. All replies will 
be kept confidential. 


Address 7583, care BOOT & SHOE RECORDER | 
100 East 42nd Street, New York 17, N. Y. 











ATTENTION, RETAIL SHOE SA 
MEN: is a wonderful opportunity 


availability EAL’ 
SPOT OF SHOE’ SHOP: SHOPS, “INC., Industrial Ave 





EXPERIENCED, 
SHOE BUYER WANTED 


Live wire volume operator 
only, for Women’s and Chil-} 
dren’s Shoe Department. Ex- f 
cellent possibilities for future } 
and post war. ' 


Apply 
MR. W. SACKER 
L. Snyder Department Store 
Norfolk 10, Virginia 


a Fe pe 











Minimum charge. 75 cents. 
address 





The rate for “Position and Lines Wanted” advertisement 


When a box BR pay is desired twelve words should be acced for the address. 
The rate for ail demay sizcsified advertisements is §5.00 an inch with a maximum of 46 words. 

Classified advertising is payable in advance. 

x Advertisements for this page mest be in esr New York Office 10 days preceding publication dete. 


CLASSIFIED ADVERTISING RATES . 


is 4 cents per word for ali undispiayed advertisements. 


For all other classified acvertisements the rate is 7 cents per word. Minimum onary. 5 2. 
in all otmer cases each word 





Boot and Shoe Recorder 





